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OLD TIME GENERAL AGENCY CONTRACT—NON-FORFEITABLE RENEWALS 


CENTRAL LIFE INSURANCE COMPANY 


720 N. MICHIGAN BLVD. of Illinois 


CHICAGO, ILL. W. H. Hinebaugh, President S. B. Bradford, Secretary 
Minor Morton, Agency Director 


























48 Years 
of Service 


A $150,000,000 
Company 





A COMPLETE LINE OF POLICY CONTRACTS 
REAL SALES AIDS FOR REPRESENTATIVES 
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Excellent Territory available for General Agency Development 
- —- —___—_ Write———_______—— 


MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul Minnesota 
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We Tune the Instrument 


A man’s mind is an instrument. To be successful as a 
producer of life insurance it must be tuned to the necessi- 
ties of the business. It must be adjusted to the finding of 
prospects, to effective approach, to interview-control, to 
definite closing. Into this mental mechanism must be 
fitted knowledge of how life insurance covers specific needs, 
and knowledge of company policies and practices. 


This tuning and training the Penn Mutual supplies to 


its representatives, together with General Agent and Home 
Office cooperation, skilled, willing, ample. 


In our agency expansion program we have room for 
men and women who greatly desire to excel and profit. 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


INDEPENDENCE SQUARE 


Founded 1847 








—1927— 


NOTABLE GAIN 
IN ASSETS 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 in 
1927. 


The Company’s exact total of Ad- 
mitted Assets on December 31, 
1927, was $103,615,053.81, which 
was a gain of $12,901,440.60 as 
compared to the total of Ad- 
mitted Assets on December 31, 
1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 
Established 1879 Des Moines, lowa 





























Friends Everywhere 











ONG established and consistently progress- 
ive, providing perfect protection at a net 
cost which is notably low, and rendering prompt 
and efficient service, the Massachusetts Mutual 
stands out as an ideal company to represent. 
Many years of square dealing are back of every 
one of our agents. They find enthusiastic 
friends of the Company everywhere. 

















Wilmer L. Moore, President 








THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and a Half of insurance in force 











ALABAMA In each of these states 
excellent territories are 
FLORIDA available. 
We help our General 
GEORGIA Agents i i sales- 
men. 
KENTUCKY 
We help our under- 
LOUISIANA writers in getting busi- 
ness. 
SOUTH Non-Medical Privilege. 
CAROLINA 


Participating and Non- 
Participating. 











TENNESSEE 
Ages 30 days through 
TEXAS | 65 years. 
— E. S. Albritton = 














Vice-President and Manager of Agencies 
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COMPACT BODY . .. 


OF LARGE AFFAIRS 





Active direction by a 
compact body of men ot 
large affairs is a feature 
of Northwestern National 
Life’s management which 


illustrates its excellence; F. A. Chamberlain E. W. Decker C. T. Jaffray 
: . Chairman of Executive President, Northwest- President, “Soo” Rail- 
especially so since the Committee, First Na- ern National Bank of way, a road with over 
h h ° tional Bank of Minne- Minneapolis, which, 4,400 miles of track. A 
Board, t roug its ex- apolis, which, with its with its affiliated director of NWNL and 
. affiliated banks, has’ banks, has resources of member of executive 
ecutive and finance com- resources of $150,000,- $119,000,000. A direc- and finance committe- 


mittee of six members 











000. A director of 
NWNL and a member 
of executive and 
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tor of NWNL and a 
member of executive 
and finance committees 











tees since 1905. 





finance 


which meets each week, ag 


makes all the Company’s 
investments and closely 
supervises its progress. 














MN, A. F. Pillsbury 
Treasurer, Pillsbury 
i Flour Mills Company, 
known all over the 
world. A director of 


NWNL since 1924. 
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The Doorway to Opportunity 





committees 








Theodore Wold 


Vice-president, North- 
western National Bank 
and formerly president, 
Federal Reserve Bank, 
Ninth District. Direc- 
tor and member of 
NWNL executive and 
finance committees 
since 1925. 





Frank T. Heffelfinger 


President, F. H. 
Peavey Company, larg- 
est grain firm in the 


world. A director of 
NWNL ss ssince July, 
1928. 


since 1905. 








E. L. Carpenter 


President, Shevlin, Car- 
penter & Clarke Co., 
which, with its 40 sub- 
sidiaries, does a whole- 
sale lumber business in 
all parts of the U. S. 
Also president, Nation- 
al Association of Lum- 
ber Manufacturers. A 
NWNL director since 
1911. 


, 











oO. J. Arnold 


President, Northwest- 
ern National Life. Di- 
rector and member of 
its executive and 
finance committees 
since 1925. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis.Minn. 


STRONG 


LIBERAL 








Thomas F. Wallace 
President, 


Mechanics 
Bank, which has $62,- 


Farmers & 
Savings 


000,000 in resources 
and is the largest sav- 
ings bank between 
Cleveland and San 
Francisco. Former 
president, Savings 
Bank section, Ameri- 
ean Bankers’ Associa- 
tion. NWNL director 
and member of execu- 
tive and finance com- 
mittees since 1924. 














—m of ea one os « 0A oe eo 


a a a 














Thirty-Second Year No. 41 


The National Underwriter 


WIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, OCTOBER 12, 1928 





$3.00 Per Year, 15 Cents a Copy 





BIG LIFE MEETING IS 
HELD IN ST. LOUIS 


American Life Convention Has Its 
Annual Gathering This 
Week 


PROGRAM IS EXCELLENT 


Sections Dealing With Specialized Sub- 
Attracted Much Attention 
Among Company Executives 


jects 


BY Cc. M. CARTWRIGHT 
Clarence L. Ayres, president of the 
American Life of Detroit and member 
of the executive committee of the Ameri- 
can Life Convention, will be the next 
president of the latter organization. C. 
W. Gold, vice-president of the Jefferson 
Standard Life, who had been promi- 
nently mention for the presidency, with- 
drew his name and left the field clear 
for Mr. Ayres. John M. Laird, secretary 
ef the Connecticut General Life, is the 
likely man for the vacancy on the execu- 
tive committee. 
ST. LOUIS, Oct. 11.—The annua! 
meeting of the American Life Conven- 
tion opened Wednesday of this 
with an unusually large attendance. <A 
number of members arrived on Saturday, 
finding that the Statler Hotel lobby was 
crowded with baseball fans had 
come to see the world series played be- 
tween the St. Louis Cardinals and New 
York Yankees. When it was decided to 
hold the meeting in St. Louis, the offi- 
cers did not anticipate world series 
games to be played in St. Louis at the 
same time of the meeting. By Mon- 
day the heavy thunderstorm and the 
tact that the Cardinals were defeated on 
Sunday caused a waning of baseball in- 
terest and the hotel assumed a more 
natural proportion. 


Seme Interesting Features 


week 


who 


There are some interesting features in 
connection with this year’s meeting. 
Since Secretary Claris Adams was in- 
ducted into office, he has brought about 


many desirable improvements in the 
mechanics of the organization. The 


American Life Convention has not only 
demonstrated its capacity as a service 
organization during the year, but at the 
meeting time, Mr. Adams has _ intro- 
duced a number of modern features that 
are particularly helpful. 


Section Meetings Interesting 


This year there were four meetings 
ot sections. ‘Heretofore the Legal Sec- 
tion has held sway the first two days 
ot the week. Last year there was a 
meeting of the Financial Section. This 
year two brand new sections had meet- 
ings scheduled—on Agency and Home 
Office Management. This meant four 
meetings of particular interest aside 
Irom the convention proper. Owing to 
the section meetings, it was found nec- 
essary to compress the convention 
Proper into two days—Wednesday and 
Thursday. The usual Friday morning 
Session given over to business, election 


TIME AND PLACE SET FOR 
NATIONAL CONVENTION 


| WILL MEET WEEK OF SEPT. 22 


Trustees, Executive Committee and 
Three-Day Session Scheduled for 
Mayflower Hotel 


NEW YORK, Oct. 10.—Convention 
headquarters and dates for the 1929 an- 
nual meeting of the National Associa- 
tion of Life Underwriters have been set 
by the officers and program committee. 
The Mayflower Hotel will be headquar- 
ters for the three day session and Sept. 
will be the meeting days. The 
board of trustees will meet on Sept. 23, 
making the same hotel their headquar- 
ters, as will the executive committee 
when it meets on Sept. 24. The conven- 
tion itself will open Sept. 25 and con- 
tinue through three days. These details 
were worked out last week, when Paul 
F. Clark, president of the association, 


= 97 
~~ wb 


was in New York, conferring with 
Roger Hull, managing director, and 
others of the officers and committee 
members. Mr. Clark is now busily 


rounding out the organization of the as- 
sociation and expects to have the com- 
mittee appointments ready within a 
week or Plans are already being 
made for the next convention which is 
to be in Washington and with the na- 
tional capital as headquarters, a strong 
local program worked out and Mr. 
Bragg in charge once again of the con- 
vention program, a record gathering is 
anticipated for 1929. 


so. 


of officers, and so on, was shifted to the 
executive session Thursday night, so 
that the Agency Section, which has a 
most attractive program, could be given 
the entire day Friday. The Home Of- 
fice Management Section will also hold 
its meeting on Friday. 
Service Bureau Successful 


One of the foremost achievements of 
Secretary Adams’ administration has 
been the successful working out of the 
American Service Bureau. Heretofore 
the bureau has been the bone of more 
or less contention and the controversy 
at times assumed a rather bitter aspect. 
Mr. Adams displayed unusual business 
sagacity in supervising this part of the 
American Life Convention until this 
year it was reported the bureau has 
wiped out its deficit and is on a profit- 
able basis. Naturally considerable credit 
must be given to Vice-President Lee N. 
Parker of the American Service Bureau, 

(CONTINUED ON PAGE 30) 





LIFE CONVENTION 
EDITION 


The proceedings at the meeting 
of the American Life Convention 
and its various sections, in session 
this week at St. Louis, together 
with the addresses delivered at 
that meeting, will be presented in 
the special edition of The National 
Underwriter which will be issued 
immediately following the close 
of the convention. 




















LINCOLN NATIONAL TO 
BUY MERCHANTS LIFE 


INCREASES CAPITAL STOCK 


Creates Surplus to Purchase Business 
of Company With $85,000,000 
in Force. 


FORT WAYNE, IND., Oct. 11.—The 
directors of the Lincoln National Life 
at a special meeting this week voted to 
increase the company’s stock from 
$2,000,000 to $2,500,000. This will be 
an increase of 50,000 shares. The new 
shares will have a par value of $10. 
Stock will be apportioned among the 
present stockholders of the company 
pro rata to their present holdings at $50 
a share, although the present market 
value is approximately three times that 
amount. 

Use Funds to Buy Company 

The surplus created by the sale of 
this stock will be used for the purchase 
of the business of the Merchants Life 
of Des Moines, with $85,000,000 of insur- 
ance in force and $10,000,000 of assets. 

About 90 percent of the stock has 
been turned in. The Lincoln National 
itself cannot make the purchase but its 
officers and directors are financing the 
deal with the plan in mind to merge 
the two companies. President Arthur 
F. Hall of the Lincoln National com- 
pleted the transaction with President 
W. A. Watts of the Merchants. 

It is expected that the ‘consolidation 
will take place before the close of the 
year. If so, the Lincoln National will 
show at the end of the year approxi- 
mately $650,000,000 of life insurance in 
force, $60,000,000 of assets, and $6,000,- 
000 of capital and surplus. The present 
market value of the company stock is 
around $150. 

Merchants Organized in 1894 


The Merchants Life was organized on 
the assessment plan in 1894, but changed 
over to the legal reserve basis in 1915 
with capital stock of $100,000. It was 
originally located at Burlington, Ia. 
In 1917 the capital was increased to 
$400,000, when it was consolidated with 
the Preferred Life of Grand Rapids, 
Mich. William A. Watts had organized 
the Preferred Life in the latter city and 
became president of the consolidated 
company. Although the name of the 
Merchants Life was retained, the home 
office for a time was in Grand Rapids, 
later being removed to Des Moines. 

Mr. Watts has built the company 
steadily and solidly. It operates in Ari- 
zona, Arkansas, California, Idaho, IIli- 
nois, Indiana, Iowa, Kansas, Michigan, 
Minnesota, Missouri, Montana, Ne- 
braska, North Carolina, North Dakota, 
Ohio, Oklahoma, Oregon, Pennsylvania, 
South Dakota, Utah, Texas and Wash- 
ington. The company still has some- 
thing like $5,000,000 of the old assess- 
ment business now running on the one 
vear renewable term plan. 

The officers of the Merchants are 
William A. Watts, president; Claude 
Hamilton, William W. Chambreau and 
R. A. Norton, vice-presidents; Clay H. 
Hollister, treasurer; W. W. ‘Chambreau, 
secretary, and R. E. Olds, chairman of 
the board. 


| FINANCIAL SECTION 
PROVED ATTRACTIVE 


|Program of This Department of 


American Life Convention 
Was Attractive 


| MERRILL NEW CHAIRMAN 
T. D. Torrens, Vice-President of the 
Kansas City Life, Is Elected 
as Secretary 


OFFICERS ELECTED 
J. Merrill, United Life 


NEW 
Chairman—R. 
& Accident, 
Secretary-—T. 
| Life. 


D. Torrens, Kansas City 


ST. LOUIS, Oct. 11.—Some 85 com- 
panies were represented at the annual 
meeting of the Financial Section of the 
Life Convention here. All 
manifested keen interest in 
the papers and discussions. Chairman 
W. H. Hinebaugh, in his opening re- 
| marks, referred to the fact that this was 
the first annual meeting of the section, 
which was organized in Dallas last year. 
He commented upon the growing im- 
portance of organizations among the in- 
vestment representatives of the mem- 
bers of the American Life Convention. 
He stated that it was proposed to ex- 
change information on the handling of 
foreclosed farms and other matters re- 
lating to investments of common in- 
terest. He said that the other branches 
of interest have long been closely or- 
ganized and cooperating and that it was 
the purpose of the Financial Section to 
accomplish the same cooperation in 
that department. 

He then announced as a nominating 
committee Lee J. Dougherty of the 
Guaranty Life, Russell T. Byers of the 
American Central Life and F. H. Rowe 
of the American Bankers. 

Cooperative Action Difficult 





American 


executives 


Vice-president and Treasurer Fowler, 
of the Bankers Life of Iowa, said that 
the possibility of a bureau for clearing 
insurance investment information which 
was suggested by Mr. Torrens is un- 
certain at this time, and he expressed 
the belief that members of the conven- 
tion would be reluctant to leave to such 
a bureau the final decision as to invest- 
ments. Even though they were mem- 
bers of such a bureau, they would no 
doubt continue their own machinery for 
selecting and making investments. 

He said that the variation of statutes 
in various states covering life insurance 
investments would make cooperative 
action difficult. In Iowa, for example, 
he stated that the restrictions do not 
allow the same latitude for investments 
as is permitted to companies of many 
other states. In spite of the downward 
trend of interest rates, he predicted that 
funds will continue to be invested as in 
the past. and that the companies have 
the safeguard of the low basis of three 


(CONTINUED © PAGE 16) 
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ALL PROGRAM TOPICS 
HANDLED BY AGENTS 


COYNER FIELD CLUB MEETS 


Annual Gathering of Northern Illinois 
Agency of Mutual Life Held 
at Sycamore, III. 


A program of topics handled exclu- 
sively by agents featured the annual 
field club meeting of the C. L. Coyner 
agency of the Mutual Life of New York 
held Oct. 5 at Sycamore, Ill. Mr. Coy- 
ner is manager of the northern Illinois 
territory. The program called for “ex- 
perience” talks by many of his large 
producers. The meeting was called to 
order for Henry D. Reisa, agency or- 
ganizer, who had charge of the entire 
program. Robert E. Spaulding, man- 
ager of one of the Chicago agencies, 
attended the meeting, as did Dr. Quin- 
lan, medical referee, and William G. 
Warren, manager of the clearing house 
in Chicago. 

Tells How to Secure “Apps.” 


Manager Coyner welcomed the agents 
on behalf of the company. O. B. Ham- 
inersmith of Sycamore responded. A. 
L. Jackson of Elgin spoke on “How to 
Secure Aplications.” Mr. Jackson leads 
the agency in number of applications 
written. He also stood sixth in the entire 
United States and Canada for the com- 
pany in July. In his talk Mr. Jackson 
said: “You are really not an insurance 
salesman, you are an assistant buyer. 
You are merely there to assist the man 
in making the right kind of a purchase. 
When you show him that if he lives, he 
gets his money plus interest, and if he 
dies his beneficiaries receive the money, 
there is not much to it.” George F. 
Sills of Elgin, one of the veteran agents 
of the company, was called on. Mr, 
Sills has been in the life insurance busi- 
ness 36 years, 28 of them with the Mu- 
tual Life. J. H. McBreen, cashier of 
the agency, spoke on “Office Detail as 
[It Pertains to Agents.” 


New Man in Agency Speaks 


An interesting talk was given by 
George H. Steging of Glen Ellyn, IIL, 
who has just joined the agency. He 
left the life insurance business several 
vears ago to enter another line of work. 
He is an old-time writer of insurance. 

The afternoon session was opened by 
John E. O’Neil of East Chicago, Ind., 
who spoke on “Why I Love the Mutual 
Life.” He paid a splendid tribute to 
the company, especially to Manager 
Coyner. 


Miller Speaks on Programming 


The high spot in the program came 
in the talk by C. L. Miller of Aurora 
on programming. He said, “In my ap- 
proach I make it very clear to the man 
that I am not there to sell him any- 
thing. I am there to go over his poli- 
cies, and it is a rare occasion when I 
do not find something that I can cor- 
rect: I show a man that, for instance, 
on a $50,000 estate approximately 12 
percent is necessary for immediate cash, 
or about $6,000. On calling on a man 
of this type I find possibly that he has 
$20,000 in life insurance. Thus let us 
say that only $5,000 is needed for im- 
mediate cash, thus he has only $15,000 
of insurance left, which if put on a 
monthly income basis would only yield 
#900 per year. Unless you can go to 
a man today and give him a definite use 


for increased insurance he will not be 
interested.” 
Take Personal Balance Sheet 
In a splendid talk entitled, “If I 
Were You,” Mr. Reisa said: “Take a 
personal balance sheet of yourself. Find 


out first of all, if you have ambition. 
After you have determined that, find out 
next if you have absolute confidence in 
yourself, and then in your proposition. 
You must have full confidence in these 





before you can actually go out and sell’ 


| NAME LINCOLN NATIONAL 


FISH CONTEST WINNERS 


| 


STUDIES JURISDICTIO 
OF THE FEDERAL COURTS 


REACHES THE $557,000,000 MARK | AFFECTS RIGHT OF CONTEST 


Agents Celebrate “Shepard Month” in| R. F. Baird Discusses Important Ques- 


October in Honor of Company 
Vice-President. 


The winners in the big fishing contest 
conducted by the Lincoln National Life 
have been announced. This was a con- 
test conducted between the agencies for 
the month of July and August. Chal- 
lenges were made and accepted and the 
interest ran high, so much so that sepa- 
rate wagers of fish dinners and ban- 
quets were made between the several 
groups. At the end of August the 
agents turned in their final reports, with 
the result that some of them ate very 
excellent fish dinners for which they 
paid double. Others ate the same ex- 
cellent fish dinners, which they enjoyed 
very much. Such being the difference 
between the winner and the loser. 

The results of the contest are as fol- 
lows: The Utah agency defeated the 
Washington agency; the Oklahoma 
agency, the Tennessee agency; the B. V. 
Frooks Organization, the O. F. Gilliom 
agency; the home office agency, the A. 
C. Mellinger agency; the C. B. Ritten- 
berry agency, the T. M. Jones agency; 
the J. P. Sullivan agency, the E. J. 
Brand agency; the R. W. Fowler agency, 
the G. F. Losthouse agency; the J 
Grace agency, the C. P. Trask agency; 
the Hartwell-Thomas agency, the L. H. 
Fennell agency: the J. G. Ridinger 
agency, the R. S. Sloan agency; the R. C. 
Lowes agency, the Kansas City agency; 
and the M. J. Malarney agency defeated 
the L. C. Deason agency. These figures 
and results were computed and based on 
the amount of business written during 
the set period. 


Honor W. TT. Shepard 


October is “Shepard Month” with the 
Lincoln National Life. In October, 
1921. some seven years ago, the agents 
under Vice-President Walter T. Shep- 
ard’s leadership surprised and honored 
him by setting aside his birth month for 
special effort in the field. From that 
time to the present day, October has 
always been “Shepard Month.” 

The Lincoln National Life’s 
amount of insurance in force to 
has increased to $557,000,000 


total 
date 





Sues for Bréach of Contract 


Suit for $75,000 damages for alleged 
breach of contract has been filed in St. 
Louis by George F. Paisley, former 
division manager there for the Interna- 
tional Life, against that company and 
the Missouri State Life, which reinsured 
the International’s business. 

In his petition Mr. Paisley sets forth 
that in 1924 he entered into a contract 
with the International Life whereby he 
was to receive commissions on business 
obtained for the company by himself 
and sub-agents, ranging from 5 percent 
to 80 percent on first year’s premium 
and from 2™% percent to 7 percent on 
renewals. He contends that it was 
specified and understood that his con- 
tract was to be assumed by the Missouri 
State Life, but recently he was informed 
by officials of the Missouri State Life 
that it would not assume the contract 
or carry out its provisions. 

Mr. Paisley claims the contract was 
worth $75,000 a year to him. (He is a 
son of J. R. Paisley, former president 
of the International Life. 








your idea to the public.” The meeting 
was closed with a question-box. At 
the banquet, Manager Coyner presided 
as toastmaster. 

George G. Doble. assistant manager 
at Rockford, and Clifton D. Naden of 
Zion, Ill., were in attendance, assisting 
Manager Coyner in conducting the 
meeting. 





tion in Legal Section of American 
Life Convention 


In the sessions of the Legal Section 
of the American Life Convention at St. 
Louis this week, R. F. Baird, general 
counsel of the Lincoln National Life, 
read a paper on “Equity Jurisdiction of 
Federal Courts in Insurance Matters.” 
The subject is of the highest importance 
to life insurance companies in view of 
the incontestable clause now practically 
universal in life policies. It may be ex- 
plained that an action to cover the death 
benefit on a policy is an action at law, 
being a simple action on a contract, 
while an action to rescind or reform a 
policy is an action in equity. Generally 
speaking, an action at law is one in 
which a simple question can be deter- 
mined by a jury, while one in equity is 
one where the facts of the case must be 
analyzed and the proper relief deter- 
mined by the court iself. It may be 
further explained that in general an 
action in equity cannot be maintained 
except on the allegation and clear show- 
ing that the party bringing the equity 
action cannot obtain full justice in an 
action at law. 


Best Chance in Equity Courts 


The habit of juries returning verdicts 
against corporations and _ particularly 
against insurance corporations wherever 
there is a ghost of a show to render 
such a verdict, makes it important for 
the insurance companies from a strate- 
gical standpoint to have their cases tried 
in equity where possible, so as to avoid 
the prejudicial action of juries. It is 
also an advantage for the insurance 
companies to try their cases in the fed- 
eral court, because even the state court 
judges are not always free from preju- 
dice against outside corporations. 

One illustration of the importance of 
the question of equity jurisdiction may 
be shown as follows: A company dis- 
covers that a policy was procured by 
fraud, but meanwhile the assured has 
died. The company brings an action in 
equity to rescind the policy on the 
ground of fraud. However, the benefi- 
ciaries begin a suit at law on the policy. 
Theoretically, the company can put in 
its defense of fraud in the law action 
just as well as it can bring it forward 
in the equity action, and therefore nor- 
mally the law action: would supersede 
the equity action. However, the benefi- 
ciaries can bring their action at law and 
maintain it until the equity suit is dis- 
missed and the incontestable period has 
elapsed. Then upon the expiration of 
the incontestable period the beneficiaries 
may dismiss their first suit and begin 
another one. As the second one is be- 
gun after the expiration of the incon- 
testable period, it would not be subject 
to the defense of fraud. 


Companies Can Lose 


Therefore, unless the equity jurisdic- 
tion be maintained the companies will 
be subjected to a very substantial loss. 
It is true that in the second action at 
law the company can bring forward any 
defense it has, but the plaintiff’s strat- 
egy is to bring the second suit after the 
company’s most important defense has 
become unavailable. 

Mr. Baird devoted his paper before 
the legal section to a study of decisions 
hearing on the question. He said that, 
“equity jurisdiction. once obtained, is 
generally retained. Where the question 
of retention of equity jurisdiction has 
been fairly presented the federal court 
has uniformly held in favor of the insur- 
ance companies, although the issue has 
not been presented to the United States 
Supreme Court.” 

Mr. Baird also discussed the effect of 





October 12, 1928 


COMMISSIONERS’ BODY 
OPPOSES SPECULATION 





RESOLUTIONS ARE ADOPTED 


Special Committee Headed by Dumont 
of Nebraska Presents Findings 
At Rapid City Meet 


At its Rapid City, S. D., meeting the 
National Convention of Insurance 
Commissioners adopted three resolutions 
on buying, selling and merging insurance 
companies. ‘The resolutions were first 
submitted to the convention in 1926 in 
connection with the paper read at the 
Los Angeles meeting by Commissioner 
Dumont of Nebraska. Mr. Dumont is 
chairman of the special committee that 
presented the resolutions this year. They 
are: 

Resolutions Adopted 


“Resolved, that this convention here 
assembled wholeheartedly approves the 
action taken by the American Life Con- 
vention on the subject of the sale of life 
insurance companies as expressed in a 
resolution unanimously passed by the 
said association on Oct. 15, 1925; and be 
it further 

“Resolved, that the National Conven- 
tion of Insurance Commissioners hereby 
places itself on record as being opposed 
to the organization of insurance compan- 
ies for the purpose of promotion or spec- 
ulation, and further condemns the prac- 
tice of individuals or organizations that 
attempt to profit by manipulation of 
stocks, or by promoting mergers and 
conversions of insurance companies; and 
be it further 

“Resolved, that each commissioner 
voting for this resolution pledges him- 
self to use all his efforts and influence 
to establish the principles above set 
forth.” 


state laws making policies incontestable 
after two. years. These laws make the 
policy incontestable after it has been 
in force two years within the lifetime of 
the assured. Thus if the assured dies 
during the contestable period the com- 
pany is not limited in the time in which 
it can raise the defense of fraud. How- 
ever, some companies still use the older 
clause, as it is more liberal to the as- 
sured and it is not invalidated by the 
statutory clause. Thus the question of 
federal jurisdiction is still important. — 

The matter of equity jurisdiction im 
the federal court depends not only on 
the matter but on the amount involved. 
Thus where a company issued two poli- 
cies for $2,500 each, plaintiff brought 
suit on one at a time so as to prevent 
federal jurisdiction and was successful, 
although the company attempted to 
maintain a cancellation suit in equity by 
asking for the cancellation of both poli- 
cies, thus trying to bring the amount 
up to $5,000. The federal court has no 
jurisdiction in cases involving less than 
$3,000, This question of amount also 
applies to the federal jurisdiction fre- 
quently on installment policies, where 
the installment due at one time is less 
than $3,000. 

Federal Jurisdiction Upset 


Federal jurisdiction in suits for can- 
cellation before the death of the as- 
sured was considerably upset by 4 
recent case in Virginia, where the court 
held that the amount in dispute was the 
cash value of the policy, and as the 
cash value of the policy was less than 
$3,000, the federal court held it did not 
have jurisdiction. Heretofore the face 
of the policy has been commonly sup- 
posed to be the amount in controversy. 

Mr. Baird concluded his paper with 
an appeal to the members to cooperate 
in the defeat of congressional legislation 
that would limit or impair the right of 
the company to seek the federal court. 
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REVIEWS PROBLEMS IN 
PRESIDENTIAL REPORT 





Taylor and Caldwell Address 
American Life Convention at 
St. Louis 


MANY INTERESTING TALKS 


Arnold Says Life Insurance Agents Are 
Not Overpaid, in Discussing 
Acquisition Costs. 





Oct. 11.—O. J. Arnold, 
president of the Northwestern National 
Life, is head of the American Life Con- 
vention that is holding its annua! meet- 
ing here. In his address he spoke of the 
International Life scandal, saying it was 
He said that those 
should be prosecuted 


ST. LOUIS, 


most unusual. who 


were responsible 
to the full extent of the law. 

Mr. Arnold declared that the 
sition cost issue is being worked out in 
New York with the insurance commis- 
sioner ceoperating with a committee of 
Mr. Arnold took the 
agents are not over- 
paid. Hee stated they earn what they 
receive. The business as a whole, he 
said, is being conducted at a low mar- 
gin of expense. He asserted that life 
insurance standards are being constantly 
raised. The business, he said, is de- 
manding more and more trained and 
competent men. 


acqui- 


insurance men. 
position that life 


Report of the Secretary 


Adams submitted his 


Secretary Claris 
He gave a 


report at the first session. 
birdseve view of the important life in- 
surance features of the year. He said 
that life insurance production shows an 
increase. The aviation risk presents 
new and serious problems. Nonmedical 
insurance continues to be a live subject. 
Mr. Adams analyzed the investment 
situation, showing a decrease in farm 
mortgage funds from the life insurance 
standpoint. There has been a noticeable 
tendency to increase public utility in- 
vestments. Mr. Adams reviewed legis- 
lation, pointing out the tendency to in- 
troduce bills to increase taxes. He told 
about the new sections of the American 
Life Convention. The American 
ice Bureau has wiped out its deficit. 


Problems of Growing Company 


President R. W. Huntington of the 
Connecticut General Life outlined 
“Some Executive Problems in a Grow- 


| term 
|} matter to 





Serv- | 


ing Company.” ‘He said the greatest 
present need is a most thorough study of 
the form of agency contracts in order | 
that the marketing of goods may be 
done with the greatest justice and the 
greatest effectiveness and _ continuity. 
Secondly, he urged that the companies 
continually strive to get promising 
young men into the office and to give 


them every chance to become well edu- 
cated and able insurance men. He said 
Promotion from the inside means every- 
thing to the office force. He said that 
everybody of importance ought to have 
somebody to take up their work and 
carry it on without a hitch. President 
Huntington urged the small company’s 
Officials to keep looking five and ten 
years ahead so as to meet the problems 
that develop. 


Thomson Talks on Aviation 


Thomson of 
some inter- 


Vice-President Gordon 

the West Coast Life gave 
esting statistics on aviation experience 
which affects life insurance. He said 
that the companies are constantly at- 
tempting to reduce premium rates in- 
Stead of trying to get the highest 
Premium possible. Those interested in 
aviation can feel assured that the life 
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MUCH INTEREST IN BEHA’S 
IMPENDING RETIREMENT 





HELD OFFICE SINCE 1924 





Lively Speculation as to Future Con- 
nection the New York Superin- 
tendent Will Make 





NEW YORK, Oct. 10.—Lively in- 
terest is felt in underwriting circles here 
over the impending retirement of James 
A. Beha as state superintendent of in- 
surance. A great deal of quiet spec- 
ulation is being indulged in as to the 
nature of his proposed new connection. 
It is generally understood that Mr. Beha 
will retain his present office until after 
the November election and will then 
announce an official connection with a 
New York insurance company. Whether 
Governor Smith will appoint a successor 
to fill out the superintendent’s unexpired 
(some six weeks) or leave the 
the incoming governor is 
unknown, the supposition being, how- 
ever, that he will follow the latter 
course, the business of the department 
in the interim being directed by the 
deputy superintendents. 


Offered Many Positions 


A lawyer by profession, Mr. Beha 
was appointed superintendent in July 
1924, and has since served continuously 
and most creditably. When Jesse S. 
Phillips retired as general manager of 
the National Bureau of Casualty & 
Surety Underwriters early in 1926 to 
assume the vice-presidency of the then 
newly formed Great American Indem- 
nity, the vacated post was offered Mr. 
Beha. Some time later the presidency 
of a New York casualty company was 
tendered him and more recently he is 
said to have been offered the presidency 
of a new and unusually well financially 
backed fire company of Baltimore. 


Rumor further credits him with 
having declined an attractive proposition 
from a large life insurance company. 
It has always been understood that Mr. 
Beha’s inclination was for a judicial 


post, and it was expected that he would 
be nominated for a judgeship upon the 
New York state Democratic ticket. Such 
however, proved not to be the case. A 
close personal as well as a_ political 
friend of Governor Smith, Mr. Beha is 
enthusiastically supporting the candi- 
dacy of the latter for the presidency. 


insurance companies are charging only 


the bare cost of the additional hazard, 
and if there is any error it is in favor 
of aviation. 

Methods of ascertaining the net 
profit of each agency by life insurance 
companies were discussed by Henry 
Abels, vice-president of the Franklin 
Life, in his paper on “Agency Cost 
Accounting for Companies.” Several 
elements which the average company 
does not take into account in figuring 
its agency business were brought out 
by Mr. Abels. 


Commissioner A, 3: Caldwell of 
Tennessee discussed “Supervision and 
Regulation of Insurance.” He said that 
insurance companies operating in dif- 
ferent states should have the benefit of 
uniform insurance laws. He said that 
he is convinced that the interests of 
the insurance companies, as well as the 
public at large, are best promoted by 
harmonious cooperation between the in- 
surance department, company officials 
and the legislative branch of the gov- 
ernment. 

Balanced Program Needed 


Speaking on “A Well Balanced Pro- 
gram,” Emmet C. May, president of the 
Peoria Life, reviewed the remarkable 
growth made by life insurance in this 
country, but pointed out that by the 
very nature of things it had to be in 
many’ cases “pressure progress,” and 
warned against the danger of “spreadin 

(CONTINUED ON PAGE 32) 





UNDERWRITER 


INSTALLMENT BUYING 


AFFECTS BANK LOANS | 


ATTITUDE OF CAUTION SEEN 


Finance Company Calls for Big Loans 
Prove Indigestible Fare for 
Lending Institutions 


Credit extended to consumers for in 
stallment purchasing now is_ being 
recognized, along with brokers’ borrow 
ings, as an important factor in the per- 
sistent expansion of bank loans, says 
Arthur M. Collens, vice-president of the 
Phoenix Mutual Life, who predicts a 
new attitude of caution in the granting 
of such credits. 

The huge drafts of finance companies 
upon the loanable funds of the banks, 
being ineligible for rediscount, are 
proving indigestible fare for lending in- 
stitutions, declared the insurance execu- 
tive, who said: 


Big Loans Cause Concerns 


‘The continuing high level of bank 
loans is causing concern not only to 
federal reserve authorities but to all fac- 
tors in our financial system. Bankers 
of high standing have more than hinted 
that a continuance in our present course 
eventually may drive interest rates up 
to such a plane that the needs of com 
mercial business may be cramped; but 
it is pleasanter and more encouraging to 


contemplate the self-corrective influ- 
ences which already appear to be at 
work. Chief among these, as concerns 


installment financing, is the stiffening 
attitude of banking institutions toward 
the requirements that finance companies 
should exact of the installment credit 
seeker. 

“These stiffer 
in the declaration that ‘only 
ing savings accounts or life insurance 
should be grant ed consumer credit,’ re- 
cently made in a banking periodical by 
J. H. Puelicher, chairman of the board, 
American Bankers Association Founda- 
tion for Education in Economics, in a 
plea for sounder credits. This may ap- 
pear a rigid requirement, but actually it 
provides a great and swelling market 
from which only the 
unfortunate insolvent are excluded. In 
the nearly $90,000,000,000 of life insur- 
ance now in force there is an average of 
2.7 policies for every home in the 
United States. Making all due allow- 
ance for the fact that owners of life in- 
surance also will be the 
ers of savings accounts and other forms 


are forecast 


those 


standards 


of investment, enough persons would 
swell Mr. Puelicher’s roster of sound 
credit risks so that few who are worthy 


barred.” 

The insurance executive, however, de- 
plored the suggestion tentatively ad 
vanced that perhaps a lien on parts of 
savings accounts or on the loan values 
of life insurance 
to bolster up the 
of installment contracts, which 
proven “unsound and _ economically 
wasteful” in practice. Said he: “In 
nine policies out of every 10, the bene- 
ficiary of the protection is the wife or 


would be 


“recapture” provision 


FAVORS LIBERALIZED 


INVESTMENT STATUTES 


Vice-President Byers of American 
Central Life Addresses Finan- 
cial Section 


'URGES COMPANY BUREAU 


thriftless and the | 


principal own- | 


policies might be used | 


has | mi 
competition 


other member of the policyholder’s im- | 


family. Such insurance is not 
trading asset, to be placed 
to satisfy current wants; 
inviolable reserve, to be 


mediate 
properly a 
here and there 
it is rather an 


kept intact for the ultimate needs of the | 


family for which the insured is respon- 


sible. 


“The man who borrows on his life in- 


surance is borrowing from his benefi- 
ciary, not merely from a life insurance 
company. No man should do that in 


order to own a new automobile, or radio 


set, or other piece of merchandise. |! 
fact. I am convinced that 
tually will saticf 


investor \ 


a national wealth. 


Increasing Funds Available for Invest- 
ment and Need for Diversification 
Makes Changes Imperative 


LOUIS, Oct. 11.—Vice-President 
R. T. Byers of the American 
Life spoke to the financial section of the 
Life 
Investment Laws Affecting 


Central 


American Convention this week on 


“Should the 


Life Insurance Funds be Liberalized and 
How?” In discussing the present and 
needed laws, Mr. Byers quoted a few 
general principles which must be con- 
sidered in the investment of life insur- 
ance funds. Life insurance funds con- 
stitute a trust which calls for the highest 


degree of care The sum total of these 
funds is rapidly increasing. In 1900, 40 
companies doing business in New York 
had total admitted assets of $1,723,737,- 
723. On Dec. 31, 1927, the admitted 
assets of 320 life insurance companies 
were over $15,000,000,000. “Should these 
funds make the same increase during the 


next 27 years as since 1900,” said Mr. 
Byers, “they will in 1954 amouut to al- 
most $150,000,000,000, which is from 


two-fifths of our present 
While such increase is 
know that it will be 
will these funds, so 
wisely invested? 


one-third to 


inconceivable, we 
tremendous. How 
rapidly increasing, be 

Not the Answer 


and are 
compa- 
loans 


“Mortgage loans will not be, 
not even now, the answer. The 
ny that thinks that mortgage 
and/or municipal and government bonds 
will constitute the exclusive investments 
of the future, and acts upon that con- 
viction, will drop behind and out of sight. 

“On the other hand, both city and 
farm loans,” Mr. Byers continued, 
“properly made, will, so long as the 
world is a going concern and people 
continue to eat, will be wise investments 
for life insurance companies. The pres- 
ent unfavorable farm situation is only 
a passing stage. Our cities are grow- 
ing larger, as well as the total popu- 
lation of the country and the people 
must be fed.” Mr. Byers opposed the 
investment of life insurance funds in 
bonds of the federal and joint stock land 
banks. He was not critical as to the 
soundness of this class of. security or 
the rate of return. He thought that the 
government had entered into improper 
with the insurance compa- 
nies, savings banks and other owners 
of private funds and that it was desir- 
able for the insurance companies to 
maintain a solid front against the prin- 
ciples involved. 

Discusses Purchasing Power 


Mr. Byers said that one of the most 
interesting developments in economic 
discussion during the last few years is 
the question of purchasing power. He 


| enlarged upon this subject and said that 


there were two results of changing the 
purchasing power, namely, the effect on 
current income and upon principal ac- 
count. 
“The investment of life insurance com- 
anv funds in stocks has been a moot 
restion.” said Mr. Byers. “A year ago, 
rhaps. my conclusion would have been 
tified only by analysis and argument. 
we deem it sufficient to cite au- 
(CONTINUED ON PAGE 30) 
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at Is 


rogramming, 
Anyway? 


PROGRAMMING EMBODIES A 
CAREFUL INVENTORY OF 
THE PROSPECT’S NEEDS, 
THEN A COMPLETE DIAG- 
NOSIS SHOWING HOW THEY 
CAN BEST BE COVERED BY 
LIFE INSURANCE. 


SELLING WITHOUT A BASIC 
PROGRAM IS LIKE BUILDING 


A HOUSE WITHOUT PLANS 
OR SPECIFICATIONS. 


American Central Representatives 
Design Scientific Programs 


That Win Sales 


EACH NEW APPOINTEE OB- 
TAINS “FUNDAMENTALS FOR 
FIELDMEN,’’ WHICH 


TEACHES HIM EXACTLY 


HOW TO PRESCRIBE AND 
PRESENT A POLICY FORM 
WHICH WILL MOST EFFEC- 
TIVELY SERVE EACH TYPE 
OF CLIENT. 


— sa 


(Just one of the many reasons why American Central 
representatives are happy and successful.) 
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CAN COMPANY’S DELAY BE 
BASIS OF DAMAGE SUIT? 


“TORT” THEORY IS REVIEWED 





W. Calvin Wells Discusses Question 
Before Legal Section of American 
Life Convention 


ST. LOUIS, Oct. 11.—‘“Continued 
Development of the Theory of Tort or 
No Tort for Delay in Passing Upon 
Applications for Life Insurance” was 
the subject of a paper read before the 
Legal Section of the American Life 
Convention here this week by W. Cal- 
vin Wells, general counsel of the Lamar 
Life of Jackson, Miss. Mr. Wells has 
a case now pending in Mississippi on 
this question and has filed his brief on 
the appeal. Therefore, he is particularly 
well qualified to deal with the subject. 


Delay Not Acceptance 


It is well known and generally ac- 
cepted even by lawyers for the plaintiff, 
that delay in passing on an application 
for life insurance cannot be construed 
into an acceptance of the application, no 
matter how long the delay may be, pro- 
vided the terms of the application pro- 
vide expressly that the insurance shall 
not take effect unless the application is 
accepted at the home office. Therefore, 
when the applicant dies during the 
period when the application is under 
consideration by the company, the law- 
yers for the plaintiff must find some 
other theory if they wish to maintain 
an action for the collection of the in- 
surance that was never issued. The only 
theory on which it would be possible to 
build a case is the theory of tort, that 
is, the theory that the company has 
done a wrong to the applicant by its 
failure to act upon his application and 
that such wrong subjects the company 
to damages equal to the amount of in- 
surance that was applied for. 


Decisions in Three States 


There is no legal theory on which a 
claim of tort can be maintained so as 
to hold the company liable in such a 
case. However, the courts of three 
states, Iowa, Colorado and Oklahoma, 
have found it in their conscience to 
decide against the company in such 
cases. There is, therefore, a question 
how far other courts will go along the 
same line. In Mississippi there are al- 
ready three sound decisions against the 
theory of tort growing out of delay in 
passing upon applications for insurance. 
In one of them, Jacobs vs. New York 
Life, 71 Mississippi 658, the decision of 
the court was brief and clear cut. The 
decision was as follows: 


What Mississippi Court Said 


“There is no escape from the plain 
stipulation of the contract ‘that, if said 
application is not approved and ac- 
cepted, said company shall incur no lia- 
bility thereunder,’ and the fact that said 
application was not approved and ac- 
cepted, but the applicant died while the 
company was considering the applica- 
tion. It had incurred no liability, and 
cannot be held bound as if it had. We 
have examined the cases cited for the 
appellant, but they fall far short of 
maintaining the liability of the com- 
pany. The denial of all liabilitv by the 
company, on the strength of this case, 
does not need the support of adjudica- 
tion, and we have not examined any, 
preferring to rest with perfect confi- 
dence on the unmistakable meaning of 
the written agreement, which no num- 
ber of books or extent of ingenious 
argument could change so as to create 
liability, except on the terms it ex- 
presses.” 


Old Pennsylvania Case Cited 


Back in 1854 the Supreme Court of 
Pennsylvania used the following lan- 
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GIVE R. D. HOLT CHARGE OF 
MISSOURI VALLEY AGENTS 


OUTLINE ORGANIZATION PLAN 


Lincoln National Life Has Six Sectional 
Superintendents Reporting Directly 
to Agency Director 
The Lincoln National Life has ap- 
pointed Ralph D. Holt as superintendent 
of agencies with territory in the Mis- 
souri Valley and surrounding region. 
This is in accord with the Lincoln Na- 
tional Life plan for developing its agency 

organization upon a regional basis. 

Mr. Holt is a man of wide executive 
and insurance experience and of con- 
spicuous success as an organizer. His 
experience since leaving college has 
been in the sales field, Chautauqua, and 
lecture field as well as in insurance. As 
an insurance man he was a good per- 
sonal producer and a successful man- 
ager. In his present position with the 
Lincoln National Life he will have su- 
perintendency over Colorado, South Da- 
kota, Kansas, Nebraska, Arkansas, 
Oklahoma, lowa, Missouri and Illinois. 

Comprises Six Sections 

The Lincoln National Life’s regional 
organization which has been under way 
for a number of years now comprises 
six sections, the superintendents of 
which report directly to Vice-President 
Walter T. Shepard and A. L. Dern, 
manager of agencies. 

V. J. Harrold is the superintendent 
of agencies in charge of Michigan, In- 
diana, Ohio and Tennessee. Mr. Har- 
rold has been a member of the Lincoln 
National organization for more than 10 
years. R. N. Rafferty is superintendent 
of agencies in charge of Pennsylvania, 
New Jersey, West Virginia, Maryland 
and North Carolina. He is now travel- 
ing through the east with three new 
managers who will be located in his 
ey 

. W. Gale is assistant superintendent 
a agencies and has much of the Pa- 
cific Coast territory, including Wash- 
ington, Oregon, California, Utah and 
Arizona. 

W. T. Plogsterth, assistant superin- 
tendent of agencies, in addition to his 
special duties as supervisor of research 
and training pays considerable attention 
to the Texas, Arizona and Louisiana 
territory. An integral part of the sec- 
tional organization is the sectional home 
office agency service department. A. C. 
Fishack, head of the department, also 
has supervision over the Northwestern 
territory, Minnesota, North Dakota and 
Wisconsin. Each of the correspondents 
in this department takes charge of a 
special section of the country in a sim- 
ilar manner. 








guage in the case of New York Mutual 
vs. Johnson, 23 Pennsylvania 72: 

“But in this case the plaintiffs had in 
their own hands the power of correcting 
the delay; for undue delay in accepting 
a proposal may be and ought to be, 
treated as a rejection of it, and the pro- 
poser may refuse to be bound by a 
tardy acceptance. <A proposal not 
answered remains a proposal for a rea- 
sonable ‘time, and then is regarded as 
withdrawn. Both parties are interested 
in acceptance and both are expected | to 
attend to it with reasonable diligence.’ 

The paper by Mr. Wells went ex- 
haustively into various legal decisions 
that would have a bearing on the ques- 
tion discussed. He also referred to a 
paper on the same subject by James C. 
Jones of St. Louis, read before the 
Association of Life Insurance Counsel 
at its meeting at Greensboro, N. C., in 
1924, 





A daughter to be named Martha Ann 
was born to Mr. and Mrs. B. M. Kirke 
last week. Mr. Kirke is field secretary 
of the Royal Union Life. 
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VIGOR, ENTHUSIASM ‘_ 
CHARACTERIZE MEET 


Insurance Advertising Conference 
Convention Develops Interest 
in Most Who Attend 


MANY NEW IDEAS GIVEN 


Suggestions Are Made for Guaranteeing 
to All Delegates Greater Good 
from Sessions 





Those who attend the annual con- 
ventions of the Insurance Advertising 
Conference are always impressed with 
the snap and vigor with which its pro- 
grams are carried through. There is an 
air of efficiency about these gatherings 
that is scarcely to be matched by any 
other insurance organization. The mem- 
bers are, for the most part, young, eager 
and full of new advertising ideas. They 
are ready and willing to expound their 
theories on the convention floor and 
usually do so with great gusto. When 
they get together at their annual round- 
up as they did at Washington, D. C., 
last week, there is developed so much 
material that it is impossible to absorb 
and digest it. 

In fact, the one thing the program 
makers of the conference must guard 
against is that the sessions must be so 
divided as not to permit a fire member, 
for instance, to waste time in listening 
to ways and means of developing life 
insurance advertising. There could easily 
be a more definite and logical division 
of the membership at the group sessions. 
As an illustration, there need not be a 
splitting up of the fire and casualty 
members. Why should there be? They 
both have the same problems. They 
both have the same agents. They both 
operate their advertising departments in 
very much the same way. They should 
be kept together as much as possible 
during the entire convention. 

Life Groups Needed 


_The next separate group should con- 
sist of the members whose companies 
write ordinary life. The third group 
should be composed of members inter- 
ested in industrial life and accident 
business. The ordinary life men have 
little in common with their industrial 
conferees, but the industrial men, 
whether accident or life, have the same 
problems. Both get their business in 
the same way and at these conference 
meetings business getting and not under- 
writing problems are discussed. These 
are the three general groups that should 
be kept together at the meetings and 
Separated as little as possible. It was 
clear at the Washington meeting that 
the group sessions were a distinct suc- 
cess, but the so-called general sessions 
did not “click.” At these, general ad- 
vertising ideas were offered. They in- 
terested some but not all. The point is 
that each group has its special prob- 
lems. When these are being discussed 
real benefit is derived, but when any- 
thing else is being considered the value 
of it is doubtful. 


One General Session Suggested 


A concrete suggestion is that there 
be only one general session, say on 
the first morning, and that all of the 
rest of the convention be divided in 
three group meetings, viz: fire and casu- 
altv, ordinary life, and industrial life 
and accident. At present the conference 
meetings bring out a large life delega- 
tion, a fairly good fire group, but a 
rather small casualty representation. At 
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the Washington meeting members from 
only ten casualty companies were regis- 
tered. The life companies are sending 
more and more members each year. 
Some insurance organizations have a 
hard time arranging attractive annual 
programs. Their meetings are, as a con- 
sequence, quite dull. This is anything but 
the case with the Insurance Advertis- 
ing Conference. It, on the contrary, has 
to guard against presenting too much 
“good stuff.” There is a wealth of 
material brought to the surface at every 
session. The amount of “stuff” must 
really be held down in order to prevent 
the program from becoming confusing. 
All that is needed is that the various 
classes of members be more definitely 
divided into groups, and kept in groups 
during most of the convention. In this 
way they will get the most out of the 
meeting, and no time will be wasted. 


Only Managers May Vote 


The amendment permitting those not 
acting as advertising managers of insur- 
ance companies to vote at annual meet- 
ings is not effective. It was drawn up 
by a special committee and voted upon 
favorably by mail. It was not, however, 
ratified by the executive committee. In 
order to defeat it, the executive commit- 
tee failed to ratify it at Washington. 
The result is, therefore, that the amend- 
ment is non-existent. 

This is the question that almost split 
up the conference. In order to improve 
the organization’s financial condition 
some wanted to open up voting mem- 
bership to advertising agency men, 
members of the insurance press, repre- 
sentatives of advertising novelty houses, 
etc. Others opposed this move, con- 
tending that only advertising managers 
of insurance companies be allowed to 
vote. The defeat of the amendment, 
through failure of the executive com- 
mittee to ratify it, means that the latter 
group came out on top. 

Two slates of officers were offered by 
the two factions. It is hoped by all of 
the real friends of the conference that 
this matter will not cause disruption. 
and that the organization will go ahead 
unhampered by internal strife. There is 
much cooperative and constructive work 
to be done, and it can be accomplished 
only by a united and cohesive or- 
ganization. 


COMPANY HONORS LEADERS 
IN CONSERVING BUSINESS 


The Lincoln National Life has insti- 
tuted “The Conservation Leaders’ Rec- 
ord.” In this all honor is given to low 
lapse ratio agents and also to those who 
have reduced their lapse rate consider- 
ably. 

J. Wade Bailey of Indiana leads the 
conservators in the Class A field—agents 
who had paid for $100,000 or more of 
insurance during 1926—with a _ lapse 
ratio of 1 per cent. Following him are 
B. J. Costello of Minnesota with a 
ratio of 6.8 per cent and H. L. Askew 
of Indiana with 7 per cent. 

Leading the group who in 1926 paid 
for $50,000 and less than $100,000 is 
Mrs. Z. Z. Brown of Indiana with a 
zero lapse rate. Following her are J. H. 
Bolin of Ohio with a rate of 3.7 per cent 
and R. W. Gilchrist of Ohio with a 4.6 


per cent. 








Crocker and MacLean Speak 


Walton L. Crocker, president of the 
John Hancock Mutual Life, who is in 
St. Louis to attend the meeting of the 
American Life Convention as a speakez, 
addressed a joint luncheon gathering at 
noon Wednesday consisting of mem- 
bers of the St. Louis Life Underwriters 
Association, City Club and Chamber 
of Commerce. He spoke on “Effect of 
Modern Air Development on Life In- 
surance.” 

A. T. MacLean, actuary of the Mass- 
achusetts Mutual, who is attending the 
convention as one of the delegates from 
the ‘Life Presidents Association, addressed 
the agents of his company, with Man- 
ager Chester O. Fischer presiding. 
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with Both in One / 


The Richardson Combined Policy 
Jacket and Insurance Record is the 
biggest bargain in advertising ever 
offered. 

vour client not only a policy wallet 
information, 


For a few cents you can give 
and valuable insurance 
but in addition a complete Record of 


book and 


a policy wallet—both in one! 


his Policies—expiration 





A policy wallet and an 
expiration record for 13c 
—a safe place for your 
client’s policies—certainty 
that the insurance record 
is going to be kept—that 
is what the Richardson 
Jacket provides. Most in- 
surance records, even if 
kept by the client, are 
of little use to the agent 
— With the Richardson 
Jacket you keep the rec- 








ord up to date and retain | I ee ae ——— 
a of the insurance —T == = I 

on a form pro- f ' t t tf f—+ | 
vided by Richardson for | I I ti 
this purpose. i I ; a 














How Would You Like To— ——— 
secure a list of your client’s ex- 
pirations—point out the need of 

additional coverages—provide a 
plan for your client’s policies— 
cive him information on what to 
do when loss occurs — impress 
your client with your agency 
service— 
all for the trifling sum of 13c 


A space is allowed on the front of the jacket for your 
icy sticker. If, however, you wish us to imprint 
the jackets add $1.50 on orders of from 50 to 200. On 
orders of 300 or more imprint free of cost. 
Descriptive circular sent on request 


The Richardson 
combined Policy Jacket 
and Insurance Record . 


P. Bacon Richardson Company, ED. ccnntssewse 
149 Broadway, New York, N. Y. 
You may enter our order for ...... Richardson 


Combined Policy Jacket and Insurance Rec 
ords at 13c each (minimum order 25). We 
enclose our check for ........ in payment 
of same. 

It is understood that we will receive a 

like quantity of duplicate record expira- 

tion sheets—free of charge. 
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Metropolitan Official 


Comments _on Advertising 


Al THE 
ference 


Insurance Advertising Con- | 


at Washington last week, 
Vice-President James R. Kavanagh of 
the Metropolitan Life spoke on “Secur- 


ing Direct Results from Indirect Meth- 
ods of Advertising.” He commented on 
the Metropolitan’s national advertising 
in which the company does not talk | 
about life insurance. It takes the you 
attitude and talks in terms of reader’s 
interest, he said. “Of course it is hard 
to measure the value of this advertising 
in dollars and cents, but that true 
Using the attitude | 


is 


of any advertising. 

of our agents and the reaction of the | ! 
public in measuring such, we are thor- 
oughly satisfied with the result,” he 
added. The Metropolitan distributes | 
nearly 4,000,000 pamphlets on_ health | 
subjects every month of the year and 
in over 4,000 centers throughout the | 
country the company maintains a nurs- 
ing service. When an industrial or 
group policyholder gets sick or is in- | 
jured, the Metropolitan nurse calls to 
see that he receives proper care and 
treatment. 


The Metropolitan has also engaged in | 
many community health campaigns. In 
one particular industrial community the | 


| tion, 


| is the broadcasting 


| reau which the company operates for its 


| of 
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death rate of babies for the first year 
of life was 300 per thousand. In a single 
year’s campaign in which the company 
cooperated in organizing the community | 
in order to correct the appalling situa- 
there was a decided drop in the 
death rate and at the end of three years 
the rate was cut to 97 per 1,000, Mr. 
Kavanagh said. 





Organize Field Forces 


When hurricanes and tornadoes break 
loose in various sections of the coun- 
try, causing death and destruction, the 
Metropolitan immediately steps in and 
organizes nurses and field forces in the 
vicinity to carry aid to those distressed, 
to fight disease and to help to restore 
the ravaged community. Another serv- 
ice which helps to build up good will 
of setting up exer- 
cises from the Metropolitan Tower. Mr. 
Kavanagh said that thousands of people 
go through these exercises each morn- 
ing. He then described the service bu- 


group policyholders. 

In the company’s efforts to promote 
physical health and well-being of its 
policyholders, Mr. Kavanagh said it had 
spent over $30,000,000, but that the fig- 
ures of the actuaries show that the sav- 
ings as the result of the lengthened lives 
the company’s policyholders, over 
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and above the improvement in the gen- 


—E DITION 


eral icaltliias has been over $60,000,- 


000. 


Now a Buyer's Market 


The “buyer’s market” in life insurance 
has arrived, said Mr. Kavanagh. He 
said that millions of dollars in life in- 
surance today is being bought by dis- 
criminating citizens who telephoned or 
wrote in to ask for information as to the 
insurance coverage. The lessened resist- 
ance salesmen have been encountering is 
a large factor in the high rate of growth 
which the life insurance business has en- 
joyed. In concluding, Mr. Kavanagh 
said that any service or good will build- 
ing developed purely as a means of indi- 
rect advertising assumes a failure at the 
start. “Service,” he said, “to be ef- 
fective, must be sincere.” 


DR. ROCKWELL NOW GIVING 
COURSE AT CINCINNATI 


Dr. Charles J. Rockwell of the famous 
Rockwell School and editor of the “In- 
surance Salesman,” is now conducting 
his course in life insurance salesmanship 
and practice at the University of Cin- 
cinnati, in which 61 are enrolled. The 
bulletin of the Cincinnati Life Under- 
writers’ Association says that life insur- 
ance men taking the course are bounti- 
ful in their praise of the many priceless 
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Acacias _ 
Growth? 


GiNce it was first chartered sixty years ago, by a 
Special Act of Congress, the Acacia Mutual Life 
Association has outgrown six home offices. 
has recently been dedicated as a Temple of Service to 
its members. 


Acacia has grown from a local relief association until 
today it stands 36th largest among the more 300 old 
line life insurance institutions in the country. 


Acacia has nearly $300,000,000 of life insurance in force, 
and its membership exceeds 100,000. 
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ideas which they have already derived 
from the various topics. Assisting Dr. 
Rockwell are C. Vivian Anderson of 
the Provident Mutual, W. A. R. Bruehl, 


Jr., of the Home Life and H. L. Shep- 
ard of the Mutual Benefit. 

The insurance course of the Univer- 
sity of Cincinnati is considered by ex- 
perts the most comprehensive and val- 
uable life insurance course offered 
anywhere in the country. Dr. Rock- 
well’s course of six weeks is given in 
connection with this larger course. 

The program includes not only tech- 


nical insurance courses, but also courses 
in basic subjects which are of impor- 
tance in the field of life insurance. Each 
subject is given one evening a week. 





WILLS TAKES UP NEW DUTIES 


Superintendent of Agencies of Liberty 
Life of Topeka, Kan., in Home 
Office Post 


Edward C. Wills of Omaha, who re- 
cently was appointed superintendent of 
agencies for the Liberty Life of Topeka, 
Kan., has taken up his new duties. Mr. 
Wills began his insurance career in 
Colorado about 16 years ago. A short 
time after entering the business he con- 





WILLS 


EDWARD C, 


tracted with the Bankers Life of Iowa, 
but in 1913 he joined the Bankers Re- 
serve Life of Omaha and represented 
that company three and one-half years 
as Idaho general agent. He then was 


called to the home office and made 
agency director, in which capacity he 
served the Reserve Life until he joined 
the Liberty Life. 
Claims Against Public Life 
Creditors of the Public Life of Chi- 


cago were ordered by the United States 
District Court in that city to file their 
claims with the receiver within 60 days 
from Aug. 11, the date of the order. 
The 60 days expired Oct. 10. Notice 
was given by publication and copies of 
the newspaper notice were mailed to the 
creditors within the last few days. The 
receiver is directed to approve or disap- 
prove the claims within 30 days and file 
them with C. B. Morrison, master in 
chancery. Creditors interested in the 
receivership have the right of appearing 


before the master to contest any claims 
that they consider improper 
Hershon Opens Office 
Charles Hershon of Montreal, one oO! 


Canada’s big writers of life insurance, has 
opened an office of his own under the 
name of the Charles C. Hershon Agency, 
to take charge of a section of the Canada 
Life organization in Montreal. As an 
agent of the company Mr. Hershon 
averaged in recent years $750,000 of new 
business per annum. 
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October 12, 1925 


LEGAL SECTION HOLDS 
ITS ANNUAL nein 


PETERSON MADE CHAIRMAN | 
Splendid Program Was Arranged wl 
F. W. McAllister, Who Presided 
Over the: Deliberations 





AMERICAN SERVICE BUREAU REPORTS 
AN INCREASE VOLUME OF BUSINESS 


HE American Service Bureau of St. 
Louis, in a report submitted at the | 


American Life Convention _ this 
week, showed that it is now bringing 
tc a close the most active and profitable 


| fiscal year since its organization in 1920. 


Convention at its meet- 
Walter H. | 


Chicago, general counsel oi 


C. Petrus Peterson of the Bankers | 
Life of Lincoln, Neb., was chosen 
chairman of the Legal Section of the 

} 


American Life 
ing in St. Louis Tuesday. 
Eckert of | 
the Federal Life, was elected secretary. | 

fhe program this year, prepared by | 
Frank W. McAllister of the Kansas | 
City Life, the chairman of the section, 
was unusually interesting. 

The trust department of the American 
Bankers Association asked the Ameri- 
can Life Convention to appoint a com- 
mittee to recommend a_ beneficiary 
clause appropriate for use in naming a 
corporate trustee for the proceeds of a 
life policy. President O. J. Arnold and 
Secretary Adams of the convention met 
with the trust department people to dis- 
the situation. 


cuss 
Committee From Legal Section 


It was decided to appoint a comumit- 
tee from the Legal Section to prepare 
a report. The committee consisted of 
Mr. McAllister as chairman, Claris 
Adams, Dan W. Simms of the LaFay- 
ette Life, James C. Jones, American 
National; C. P. Johnson, Western & 
Southern; E. J. McGivnev. Pan-Ameri- 
can, and Robert Stone, Bank Savings 
Life. 

The committee made the following re- 
port: 


A form is appended hereto which, in 
our opinion, may be properly used for 
the above purpose, and under which, in 
our opinion, the life insurance company 
will discharge its full legal liability 
under the policy by payment of the pro- 
ceeds thereof to the beneficiary trustee 
at its maturity, and will not have any 
responsibility for the application of the 
proceeds by the trustee. We do not 


think it necessary, or even desirable, for 
the insurance company to require that 
the declaration of trust or trust agree- 
ment between insured and trustee be 
filed with or submitted to it. This ap- 


plies to the payment of the proceeds to 
the trustee at maturity, but, of course, 
if application is afterwards made by 
the trustee to surrender the policy for 
its cash value, or otherwise dispose of 
it prior to maturity, the insurance com- 
pany will have to examine the declara- 
tion of trust or trust agreement to as- 


certain whether authority is vested in 





the trustee to so surrender or otherwise 
dispose of the policy prior to maturity. 
FORM OF BENEFICIARY CLAUSE IN 
CREATION OF LIFE INSURANCE 

TRUST | 
Pcietwrienknneeness Trust Company, of | 
EEE: (city, .............(state), | 
i corporation, as Trustee, and payment 


of the proceeds of this policy to said 
Trustee shall fully and finally discharge 
the company from all liability. 


Shifted to Next Year 


Mr. McAllister had appointed some 
members of the section to discuss this 
form. It was felt, however, that the 
report and the prepared discussions 
should be referred to a new committee 
and the subject be given a permanent 
place on the program for the next an- 
nual meeting. 


MeAllister in the Chair 


The Legal Section held its meeting 
Monday and Tuesday. F. W. McAllis- 
ter presided, with C. P. Peterson of the 
Bankers Life of Nebraska as secretary. 
President J. M. Lashley of the St. Louis 
Bar Association extended the welcome. 
Secretary Claris Adams of the Ameri- 
can Life Convention reviewed the most 
important decisions of the year affecting 
life insurance. 

Secretary Claris Adams of the Ameri- 
can Life Convention gave the review of 





the 


The American Service Bureau is 
headed by Claris Adams as president, 
Lee N. Parker, vice-president, Isaac 


Miller Hamilton, treasurer, and Maurice 
B. Cederstrom, secretary, and serves 
only life insurance companies that are 


who is secretary and general counsel of 
American Life Convention, the 
American Service Bureau during the 
past two years has greatly expanded its 
activities and now maintains branch 
offices in 21 important cities in which 
American Life Convention companies 
operate and also has 300 direct report- 


ing stations placed strategically 
throughout the country, so as to ren- 
der prompt and efficient service to its 
clients. 


Distinct Corporate Body 


Che board of directors of the Ameri- 


affiliated with the American Life Con- | 
| vention. ; 
Under the direction of Mr. Adams, 


can Service Bureau is composed of the | 


members of the executive committee of 
the American Life Convention. Under 
plans perfected within the past year, the 
bureau thus has been brought 


s : ae ere bi i, 
the most interesting legal decisions of | this subject 
This is always a most valu- | 


He | 


the year. 
able treatise for the attorneys. 
touched on decisions pertaining to taxa- 
tion, total and permanent disability, in- 


contestable clause, interpleader, avia- 
tion, accidental means, etc. 
Bank Agency Question Discussed 


“Shall Banks and Trust Companies be 
Insurance Agents and the Legal Ques- 
tions involved,” was discussed by E. M. 
Grossman, general counsel of the Cen- 
tral States Life. He traced the history 
of the Bank of Italy controversy which 
has attracted much attention. He said 
that California is not the only state in 
which the questions ai insurance 


agencies and banks has arisen. He men- | 


tioned the disputes which have been 
brought up in the activities against 
bank agencies by different agency as- 
sociations of various states. 

’ chief argument against bank 
agency, Mr. Grossman said, was that 
coercive methods were used. It is 
charged that banks would and do write 
insurance by means of control of credit 
or by using confidential information. It 
is also said that they substitute prestige 
and influence for salesmanship and that 
the general adoption of the policy of 
bank agencies would bring back into 
insurance solicitation many of the old 
pernicious practices which have been 
abandoned by regular agents. These 
arguments are answered by the advo- 
cates of bank agencies by denying that 
coercion and other questionable methods 
are used or that the opportunity to 
solicit insurance is equivalent to con- 
trol. 


“he 


Sloan Read Paper 


E. R. Sloan of the Bank Savings Life 
took up some of the problems that arise 
in connection with disputes over the 
payment of premiums. He cited cases 
to show what proof is necessary to es- 
tablish nonpayment. 

Thomas M. Ryan, general counsel of 
the Peoples Life of Indiana, discussed 
Mr. Sloan’s paper on “What Constitutes 
Proof of Non-Payment of Premium?” 

Attorney C. H. Voorhees of the Con- 
necticut General Life spoke on “Some 
Legal Problems Involved in the Life 
Insurance Trust.” He said the law on 





convention 
and distinct 


control of the 
separate 


more direct 
although it is a 
corporate body. 

The annual report of the American 
Service Bureau revealed that during the 
past year it greatly increased not only 
the number of individual cases reported 


| 
| 


| 
| 
| 


on but also the aggregate volume ot | 
business handled. Through increased 
efficiency the proportionate cost of 


was reduced 


. ‘ . } 
proht tor the 


50 
year 


handling its business 
that a handsome net 


was attained. 


Vice-President Lee N 
menting on the business handled by 
American Service Bureau during the 
fiscal year 1927-28 said that it was the 
greatest 12 months period in the history 
of the bureau both from the viewpoint 


Parker in com 
the 


of total volume of business cleared and | 


also on net profit. He is very optimistic 
about the outlook for 1928-29 and has 
plans for further expansion of the bu 
reau’s activities. 

Under present 
earnings of the American Service 
reau will revert to the American Life 
Convention, as no individual stockholder 
will derive direct profit from its opera- 
tions. Thus a client company helps 
itself by retaining the bureau to serve it 
since in a measure cach member of the 


arrangements excess 


Bu- | 


American Life Convention benefits from | 


under ' the profitable operation of the bureau 


" 
not very well established, | 


as there is a paucity of cases. Mr. Voor- 
hees discussed the extent to which the | 
insurance company is affected by the | 
trust agreement of the insured. He 
also discussed the legal aspects of the 
income settlements which are being 
made by the companies. 

Allen May of the Missouri State was | 
assigned the subject, “Tort Liability on 
an Insurance Application, When, How 


and to Whom?” 

W. Calvin Wells read a paper at the 
Legal Section on “The Continued Devel- 
opment of the Theory of Tort or No 
Tort in the Delay in Passing Upon 
Applications for Life Insurance.” Mr. 
Wells is general counsel of the Lamar 
Life of Jackson, Miss. 

At Tuesday’s session, Francis V. 
Keesling of the West Coast Life read 


his paper on the incontestable clause 
and John V. Sees of Huntington, Ind., 
gave one on the total and permanent 


disability clause. 

At the close of the meeting the new 
chairman, C. P. Peterson, of Lincoln, 
Neb., and the new secretary, W. H. 
Eckert, of Chicago, were installed. 





John Hancock’s Mortgage Loans 


In the first nine months of 1928 the 
John Hancock Mutual Life accepted 
mortgage loans totaling $32,890,350 to 
yield 5.54 percent interest. Of this total 
$13,034,617 was on 1,857 farms yielding 
5.24 percent and $19,855,733 on 1,390 
city properties, including 1,132 dwelling 
houses and 229 apartment buildings, 
housing in all 4,896 families. The inter- 
est yield on city loans is 5.73 percent. 





Illinois Equitable Leader 


The paid-for production of the Equi- 
table Life of Iowa for September 
amounted to $5,915,590. Illinois won the 
state leadership with a paid-for produc- 
tion of $924,989. Other leading states 
were: Iowa, $913,028; Pennsylvania, 
$806,590; Ohio, $740,995, and New York, 
$350,810. 

In September 33.2 percent or $1,961,- 
627 of the total business for the month 
was secured upon the lives of old pol- 
icyholders of the Equitable Life of 
Iowa. The percentage of business se- 
cured from this source for the year to 
date amounts to 35.8 percent. 





STOCKS WON’T REPLACE 
BONDS AND MORTGAGES 


TALKS ON INVESTMENT FIELD 


Wilbur Sherwood of the Travelers Dis- 
cusses Financial Holdings of Life 
Insurance Companies 


ST. LOUIS, Oct. 11.—The problem 


of the investment of life insurance funds 
is not one of simply putting the funds 
to work at interest, said Wilbur Sher- 
wood, assistant cashier of the Travelers, 
in an address before the Financial Sec- 
tion of the American Life Convention 
here this week. He pointed out the de- 
sirability of diversified investments and 
the practice of selecting proper maturi- 
ties in order to keep the investments 
liquid. 


Mortgages Most Favored 
\t present mortgages appear to be 
most tavored as life insurance invest- 


ments, according to Mr. Sherwood. Of 
the 142 insurance companies comprising 
the American Life Convention at the 
close of business in 1927, 70 percent held 
between 43 and 78 percent of their total 
admitted assets in mortgages. At the 
same time only 19 member companies, 
or less than 14 percent of the total mem- 
bership, held stocks and bonds equal to 
37 percent of their total assets, accord- 
ing to figures given by Mr. Sherwood. 

At the close of 1921, life insurance 
companies held more than $800,000,000 
in United States bonds. Since that date 
there has been a decrease in these hold- 
ings because of the low rate of returns. 
Today life insurance companies have 
only a little over 3 percent in such in- 
vestments, as compared with 10 percent 
in 1921, 


Question on Municipals 


Municipal bonds are desirable invest- 
ments for life insurance companies, said 
Mr. Sherwood, but he pointed out the 
necessity of investigating the legality of 
the proceedings relating to the issue of 
the bonds. The principal cause of de- 
fault in bonds by counties and munici- 
palities is where the communities desire, 
improvements which they cannot afford, 
where bonds are issued by _ small 
struggling communities where the tax- 
ing power is not sufficient to provide for 
the payment of principal and interest. 

Securities of the leading railroads have 
been and continue to be a fine source of 
investment for life insurance companies, 
according to Mr. Sherwood. At the 
close of 1927, 19.5 percent of the total 
life insurance assets were invested in 
bonds and stocks of railroads. The at- 
tractiveness of public utility company 
bonds has doubled the investment of 
life insurance companies in that field 
within the last five years. 

Comments on Stocks 


The time will probably never come, 
in Mr. Sherwood’s view, when stocks, 
regardless of legality, will occupy in the 
investment list of life insurance compa- 
nies, a position comparable to either 
mortgages or bonds. Stocks represented 
in 1927 less than 1 percent of the ad- 
mitted assets of life insurance companies. 
He said it would be interesting during 
the coming years to watch the stabiliz- 
ing value of the insurance companies’ 
great buying power and its attitude of 
encouragement toward future financing 
through the medium of preferred stocks 
as the result of the passage of a Wales- 
Merriman act by the New York legis- 
lature. In conclusion Mr. Sherwood 
said, “Neither we nor those with us must 
relinquish our study of the fundamental 
principles of economics, of investment, 
of all that will help to make it safer and 
greater contribution to our country and 
our policyholders through the medium 
of our investment funds.” 
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Agents and Brokers 


have found the Union Central service so good that 
they have submitted 


Seventeen Hundred and Two Applications 


for 


Sixteen Million Three Hundred and 
Fifteen Thousand Dollars 


on the lives of Chicagoans during the first eight 
months of this year. 


Why? 


Because: 


We offer the best of service— 

The most liberal underwriting— 
(Only 3% declined business to date) 
Liberal substandard ratings— 

Low premium rates— 

Big dividends— 

Practically no lapses— 


Half of the field man’s success depends 
upon his management. 


Get with Chicago’s big Agency, backed 
by twenty years of Chicago’s most aggressive 
and successful leadership, housed in the 
world’s finest Agency quarters and be assured 
of success. 


We shall be glad to have you call or 
communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 




















UNDERWRITER 


KEESLING READS PAPER ON 
INCONTESTABLE CLAUSE 


SOURCE OF MUCH ANNOYANCE 


West Coast Life Vice-President Ad- 
dresses Legal Section of Ameri- 
can Life Convention 


ST. LOUIS, Oct. 11.—In a paper 
read before the Legal Section of the 
American Life Convention, Francis V. 
Keesling, vice-president and_ general 
counsel of the West Coast Life, dis- 
cussed the “Ubiquitous Incontestable 
Clause.” The responsibility for the in- 
clusion of the incontestable clause in life 
insurance contracts, according to Mr. 
Keesling, can not be asserted. 

“We find, in the beginning,” he said, 
“provision that the policy should be in- 
contestable within a fixed period after 
its date. Some of the modifications of 
this simply stated period of contest- 
ability, while evidently intended as ad- 
ditional protection, seem to have been 
adopted without due consideration of the 
technique of legal construction.” 

The clause has become a source of 
annoyance and possible danger, he said. 
[he companies at first claimed exemp- 
tion to this clause if the contract had 
been originated in fraud, but the courts 
did not hold on this theory and the later 
clause included this exception. There 
have also been many interpretations of 
what the two year period actually 
meant. 

Adopted New Clause 

The companies attempted to protect 
against misinterpretation by a clause 
reading, “This policy shall be incon- 
testable after it has been in force for 
two full years.” The result was not 
as expected and the companies made 
further modifications and the clause was 
worded, “incontestable after it has been 
in force during the lifetime of the in- 
sured for a period of two years.” 

“While the modified clause establishes 
that the rights of the parties are defi- 
nitely fixed upon the death of the in- 
sured,” said Mr. Keesling, “within the 
contestable period, it has also been ef- 
fective in denying the companies the 
right of resorting to equity in cancella- 
tion of obligations tainted with fraud 
after death, which has occurred within 
the contestable period.” 

Confusion also has arisen regarding 
whether reinstated policies are new or 
old contracts, said Mr. Keesling. He 
then discussed the various exceptions 
which have been inserted in policy con- 
tracts and their relation to the incon- 
testable clause. 


Reorganizing Supervision 

The Kansas City Life is reorganizing 
the supervision of its territory and will 
have three supervisors of agencies under 
Superintendent of Agencies Frank Barr. 
William B. Daniels, general agent of 
the Pacific Mutual in Baltimore and for- 
merly a supervisor and general agent of 
the Reliance Life in Pennsylvania and 
West Virginia, will have the eastern field 
with headquarters at Baltimore or Wash- 
ington; Carl Slough of Cincinnati will 
have the territory including Ohio, Michi- 
gan, Indiana, Kentucky, Tennessee, Ala- 
bama and Georgia. Superintendent of 
Agencies Barr will personally handle the 
territory adjacent to the home office and 
it is understood that another man will 
be appointed to the western field. 


Case Taken Under Advisement 


The Nebraska Supreme Court has 
heard and taken under advisement the 
appeal of the Globe Life from a court 
order that it return approximatelv $2,- 
000,000 to the Woodmen of the World 
that the latter had invested in its stock 
and surplus, and forbidding the two as- 
sociations from being operated by the 
same set of officers. A decree is looked 
for within the next six weeks. 
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NEW SALT LAKE COMPANY 
TO HAVE STRONG BACKING 


IS PACIFIC LIFE ASSURANCE 


Has Authorized Capital of $1,500,000 
With Many Prominent Men 
on Directorate 


SALT LAKE CITY, UTAH, Oct. 11. 
—The Pacific Life Assurance Company 
has filed articles of incorporation here 
showing an authorized capital of $1,- 
500,000. All standard policies will be 
written, with some additions. License 
in Utah has been applied for. Other 
states will be entered later. The board 
of directors is made up of 25 prominent 
citizens of Utah and Idaho and one from 
Los Angeles. Headquarters are in the 
Deseret National Bank Building. 

Carl R. Marcusen, Price, Utah, banker 
and widely known Utah politician, js 
president and manager; Nephi L. Mor- 
ris, long prominent in Salt Lake City 
and Utah business, civic and religious 
circles, and Republican candidate for 
governor in 1916, is secretary -treasurer, 
Ernest Bamberger, Republican candidate 
for the United States Senate from Utah 
at this November election, is a director 


of the company. Carl Herfurth, San 
Francisco, formerly of the Montana 
Life, is serving as consulting actuary 


for the present. 

stock has been sold already. 
\nd it is stated that the 25 directors are 
investing $20,000 each in the enterprise. 
President Marcusen ‘claims the capital 
and surplus will be sufficient to provide 
for the purchase or merger of smaller 
going companies. 


Some 


Ready for Turkey Tournament 


American Central field men are wait- 
ing eagerly for the start of the com- 
pany’s annual “turkey tournament,” 
which will extend from Oct. 15 to Nov. 
23. Twelve-pound gobblers will be 
awarded to all agents producing $15,000 
or more of new insurance during the 
tournament. Those having second-pre- 
mium business subject to renewal will 
be required to show a 65 percent ratio, 
or better, to qualify. 


Seested’s Insurance Half Million 


August F. Seested, general manager 
of the Kansas City “Star,” and president 
of the Kansas City Star Company, who 
died in that city last week, carried $500,- 
000 of life insurance payable to the 
Kansas City Star Company, and $50,000 
of personal insurance. The business in- 
surance was all taken out in September, 
1927. Irwin R. Kirkwood, former pub- 
lisher of the “Star,” who died several 
months ago, left approximately $1,000,- 
000 of life insurance payable to the com- 
pany. Mr. Seested’s insurance was car- 
ried in the Union Central, Prudential, 
Sun Life of Canada, Connecticut Gen- 
eral, John Hancock and Missouri State 
Life. 


“e 
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Cincinnati Manager’s Career 

Seth C. H. Taylor, recently appointed 
division manager for the Sun Life at 
Cincinnati, comes from the Western 
Union Life of Spokane, where he was 
general field supervisor. When it was 
purchased by the Sun Life, Mr. Taylor 
first had charge of changing over the 
agencies and agents of the purchased 
company to the Sun Life, and was then 
sent to Cincinnati to open the branch, 
taking over business formerly handled 
through the Columbus branch. 

Mr. Taylor started his 
career with the Lincoln National, be- 
coming district manager and home office 
supervisor. He attended the first Car- 
negie School and spent some time at 
the Woods agency to learn the plan in 
use there. Later he was a general agent 
at Omaha for two years, going from 
there to the Western Union. 


insurance 
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PROGRAM IS FORMULATED 
FOR TWO GATHERINGS 


MEET IN CHICAGO AS USUAL 


Agency Officers and Sales Research 
Bureau Plan Sessions for End 
of This Month 


Preliminary announcement is made of 
the program of the annual meeting in 
Chicago on October 29-31 of the Asso- 
ciation of Life Agency Officers, and the 
Life Insurance Sales Research Bureau. 
Headquarters, as usual, will be at the 
Edgewater Beach hotel. The program 
is as follows: 


Monday, October 29 
10:15 a m.—Executive Committee 
Meeting of Life Insurance Sales Research 
Bureau. Present and Past Members In- 
vited. 

1:30 p. m.—Special Session for Educa- 
tional Directors. Chairman—H. G. 
Kenagy, Life Insurance Sales Research 
Bureau. 

The function of the Home Office Edu- 
cational Department. 

Visual Methods in Education. 

4:00 p. m.—Adjournment. 

4:30 p. m.—Executive Committee Meet- 
ing of the Association of Life Agency 
Officers. Present and Past Members In- 





vited. 
Tuesday, Oct. 80 


9:30 a. m.—Registration. 

teport of Chairman, James A. Fulton, 
Agency Vice-President, Home Life of 
New York. 

10:30 a. m.—Report of National Coop- 
erative Advertising Committee. Cover- 
ing the desirability and feasibility of a 
National Cooperative Advertsing Cam- 
paign for life insurance companies. 

12:30 p. m.—Adjournment. 

2:00 p. m.—Selecting Managers and 
General Agents. 

Where do managers come from—From 
within the company? From other com- 
panies? From other businesses? Why? 

What previous training in manage- 
ment have these men had? 

How are managers selected? 

3:30 p. m.—Field Supervision, Wil- 
liam Sample, Vice-President Ralston 
Purina Co. 

4:30 p. m.—Adjournment. 


Wednesday, Oct. 31 


9:30 a. m.—Training Managers and 
General Agents. 

How and why should new managers 
be trained? 

What are the first duties of the new 
manager in a new agency? In an estab- 
lished agency? 

How is prospective managerial mate- 
rial discovered? 

What is the division of responsibility 
between the manager and the home 
office in the selection and training of 
agents? 

2:30 p. m.—Adjournment. 

2:00 p. m.—Supervising Managers and 
General Agents. 

What are the requirements most im- 
portant for success in agency manage- 
ment? 

What are the most common causes of 
failure in agency management? 

How can the successful manager be 
kept successful? 

What should be done with the mana- 
ger who makes consistent decreases? 

Is the manager a planner or a doer? 

What is the future of the work of the 
manager? 

4:00 p. m.—Adjournment. 








Agents Attend Home Office Meet 


Forty leading producers of the Toledo 
Travelers Life attended the company’s 
annual field convention at the home of- 
fice in Toledo, O., Oct. 5-6. Among the 
home office men who spoke at the din- 
ner meeting were O. C. Norton, presi- 
dent, who presided as toastmaster; U. 
G. Denman, a director; William H. 
Yeasting, treasurer. L. T. Hands, vice- 
President and general manager of the 
Michigan Life, spoke on “The Life 
Underwriter’s Responsibility.” The sec- 
ond day’s session was given over to 
Strictly field problems, with discussion 
by the agents. 


LIFE INSURANCE EDITION 


ACTION ON MODIFYING | 
SECTION 97 DEFERRED | 
| 


JOB FOR NEW COMMISSIONER | 

—E | 

Superintendent Beha Likely Will Go 
Out of Office and Leave Mooted 

Change for Successor 

NEW YORK, Oct. 11.—Further ac- 

tion on the modification of Section 97 

of the New York life insurance law, | 


proposed by Superintendent Beha, will 
probably await the inauguration of a | 
new chief for the New York insurance | 
department, some time after the first | 
or the year. 

With his recent announcement that he 
was attending his last casualty insurance 
convention, Mr. Beha was, in effect, de- 
claring that he will not be a candidate 
for reappointment at the end of his 
term, which expires with this year end. 
His future plans have not yet been 
announced and, though it is expected he 
will become associated in an _ official 
capacity with one of the New York 
companies, he has made no intimation 
even as to his retirement from office, 
other than the brief statement at the 
casualty convention. It is felt, how- | 
ever, that he may resign immediately 
after the election. 

Life Men Interested 


Life men in New York, and in fact 
throughout the country, are particularly 
interested in this change, as it may af- 
fect the position of the insurance de- 
partment in relation to this proposed 
legislation on Section 97. 

Mr. Beha said this week that action is 
out of the question, of course, until after 
election, and definite action cannot be 
taken until the legislature again meets, 
which will not be until after the first of 
the vear. As he also indicated that he 
will hold no more hearings and the only 
further action to be taken would be the 
formal presentation of the bill to the 
legislature, it is thus probable that Mr. 
Beha is now through with this issue. 
His successor will take it in hand and 








LOUIS ABELS, 





whether he will reconvene the informal | 
hearings of companies and agents or | 
continue Mr. Beha’s work would be a | 
matter of policy for the new adminis- 
tration. 

Interests Conflict 


With the agents of the state united 
in opposition to the measure and the 
companies apparently united, except for 
a few individual cases, in endorsement 
of it, the new superintendent might find 
it advisable to pursue his own investiga- 
tion on the matter. It is at least prob- 
able that this much mooted issue will 
now lie dormant for at least three 
months. 


E. C. McDonald Advanced 


E. C. McDonald, formerly western 
sales representative of the group divi- 
sion of the Metropolitan Life, has been 
promoted to associate sales manager of 
the group division. Mr. McDonald’s 
headquarters have been in Chicago and 
will probably continue there for some 
time. He will continue to give special 
attention to the pension plan that has 
been developed by the Metropolitan Life 
as part of its group insurance service. 
He will have direct supervision of the 
sale of group annuities for pensions in 
the middle west and in the central, 
northwestern, southwestern and Pacific 
coast states. 

Mr. McDonald was formerly man- 
ager of the group division of the Inter- 
Southern Life and prior to that connec- 
tion had five vears of actuarial experi- 
ence after resigning his commission as 
captain in the marine corps after the 
war. He has written a number of 
articles on sound pension practice for 











leading industrial publications. 







Success Through 
Cooperation 










General Agent of 
Central Life As- 
surance Society 
Mutual) Seattle, 
Washington, 





es nothing could be more gratify- 
ing than to have as discerning and suc- 
cessful a general agent as Mr. Abels express 
himself so enthusiastically. It is not always 
true that men and women in the field feel 
completely confident that their home offices 
have their best interests closely at heart. 


As Mr. Abels puts it, the building of a sub- 
stantial income depends largely upon the 
type and extent of the cooperation offered. 
This, together with other factors, demon- 
strates the wisdom of being connected with 
a company that is 


Old Enough 


To be thoroughly established 
Young Enough 


to offer exceptional opportunities 


Young men, and men young in spirit, will 
find that in a connection with this company, 
character and initiative will receive an ample 
measure of cooperation. We welcome the 
consideration of men who are willing to 
work hard, but also wish to assure them- 
selves that their efforts will be generously 
rewarded. 


T. C. DENNY President 


Centra Lire Assurance Society 
(MUTUAL) 


Des Moines, Iowa 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





Pioneering 


gq Progress always requires pioneering. Someone 

must take the first steps, must lead in the ex- 

ploring of new fields, must “go before and re- 
move obstacles for those who follow.” 


q In order to fulfill its obligation to humanity, life 
insurance must seek new ways of service, in ad- 
dition to extending the old. And so it must have 
pioneers. The New York Life has always rec- 
ognized this obligation. 


Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


g After a long and intensive study of declined 
cases, it found that special rates could be calcu- 
lated, permitting, with safety, the acceptance of 
many risks which previously had been rejected. 


q On July 1, 1896, the Company issued its first 
sub-standard policy. Since then, the writing of 
insurance on impaired lives has been a part of 
the New York Life’s regular service to the 
public, and has gradually been adopted by a 
majority of the larger companies. 


To-day, Nylic Agents are enabled to 
obtain insurance for approxi- 
mately three out of every 
five clients who other- 
wise would be 
declined. 





NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
34 BROADWAY, NEW YORK 
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PARKINSON IN ADDRESS 
AT FIRST FALL MEETING 


THRILLS IN UNDERWRITING 


Inspiration for Executives and Agents, 
Equitable Life President Tells 
New York Men 


NEW YORK, Oct. 11.—Thomas I. 
Parkinson, president of the Equitable 
Life of New York, speaking before the 
New York Association of Life Under- 
writers here Tuesday evening, gave an 
inspirational address on life insurance as 
a career and a business which appeals 
to the emotions. He spoke of the thrills 
in the business, both to those in execu- 
tive posts and those in the field. Briefly 
sketching the remarkable developments 
of the business in recent years, he told 
of the great future before the agent. 


Makes Blood Run Quicker 


In referring to the emotional value of 
the business, Mr. Parkinson said that 
the huge proportions of life insurance 
are alone sufficient to arouse one’s in- 
terest. Its enormous volume and growth 
must make one’s blood run quicker. Yet, 
he said, the agent can not look on it 
with satisfaction, but as a challenge for 
the future. It is a challenge to officers 
and agents alike, for the important ques- 
tion now before the business is as to 
what will be done with these huge 
funds thus collected. Thus there is not 
mere satisfaction in volume, but in the 
expansion of opportunities to serve, 
which this volume offers. 


Needs Have Expanded. 


The new standard of living now in 
vogue was next cited by Mr. Parkinson 
as basis for increased opportunities for 
the agent. Today life is different than 
in those days when funeral benefits suf- 
ficed a man. On modern standards of 
living and obligations, needs have ex- 
panded. The only man who has no 
need or use for life insurance is the 
man who neither has nor recognizes 
obligations. Thus, if an agent properly 
studies his community and the lives of 
those about him, he can find a rich field 
for expanding life insurance. 

The contribution of the life companies 
to these expanding needs was shown 
by Mr. Parkinson in listing some of the 
features basic to the policy today, but 
not included at first. He asked where 
the business would be today if it were 
not for the incontestable feature; if ben- 
eficiaries could not be changed; if 
waiver of premium and disability cover- 
ages were not in vogue; if the policy 
were still a contract for indemnity, as 
it first was. 


Early Case Is Cited 


In connection with the last item, he 
said that, after all, some new ideas are 
not so new, such as modern credit life 
insurance. He cited the case of credit 
policies taken out on Sir William Pitt 
by his creditors and involved in indem- 
nification proceedings. 

Mr. Parkinson concluded with empha- 
sis on the value of self-education. He 
said that salesmanship is merely the 
teaching of the uses of life insurance to 
the public and the advocating of its 
principles, so that the best trained man 
will be best able to thus teach his pub- 
lic. As the name “life underwriter” in- 
dicates, the agent is moving into profes- 
sional rank and is no longer a vendor 
of commodities. 


First Meeting Big Success 


Over 750 gathered for this first fall 
meeting of the association and many 
were turned away at the door, as table 
space was exhausted. It was the first 
meeting under President Gustav C. 
Wuerth and augurs well for his admin- 
istration. This resulted in spite of an 
added tariff for nonmembers and an in- 
crease in annual dues. In fact, some 50 
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FIGURES SHOW PLANE 
ACCIDENTS INCREASING 





MORE PEOPLE ARE FLYING 





Ratio of Crashes to Number of Ships 
in Service Is Not 


Alarming 





NEW YORK, Oct. 11.—Figures on 
aviation accidents in the first half of 
this year, made public this week by the 
aeronautics branch of the United States 
Department of Commerce, show a nota- 
ble increase in both injuries and fatali- 
ties, though not surprising, considering 
the growth of air travel. Furthermore, 
from an insurance standpoint, the situa- 
tion was improved, as the number of 
planes demolished was reduced and the 
number of deaths and injuries on regu- 
larly established airways was _ propor- 
tionately reduced, in consideration of 
increased travel. 

During the first half of 1928 there 
were 390 aircraft accidents, resulting in 
153 deaths and 276 injuries, while in all 
of 1927 the accident total was 200, re- 
sulting in 164 deaths and 149 injuries. 
A total of 828 persons were involved in 
the 390 accidents of this first half year. 
Considering the thousands in the air, 
probably double or treble those of last 
year, this is not a large figure. Espe- 
cially is the improvement shown in the 
item of accidents on established airways. 
In this first half year only six fatal ac- 
cidents occurred on regular air routes, 
involving four pilots and two passen- 
gers. In 1927 there were six fatal acci- 
dents on such airways, involving six 
pilots and one passenger. 


Licensed Planes Involved 


Allication of the other accidents 
shows that of the 153 fatal accidents of 
this half year, 65 pilots and 153 passen- 
gers were involved. Seventeen pilots 
and 14 passengers were killed in student 
instruction. Four pilots and five passen- 
gers were killed in experimental flying. 
Forty pilots and 67 passengers were 
killed in miscellaneous flying, this being 
the item that has contributed chiefly to 
the accident rate and the unfavorable 
publicity given flying in recent monts. 
In percentages, 62.23 percent of the 
accidents were in miscellaneous flying, 
17.69 percent in student flying, 4.36 per- 
cent in experimental flying and only 8.72 
percent in scehdule flying over the reg- 
ular airways. 

As for the craft damage, no consider- 
ation is taken as to ships damaged only 
within possibility of repair, but the 
number of ships totally demolished was 
172 in the first half of this year, com- 
pared with 167 such wrecks in the cal- 
endar year 1927. This is double the 
total, but this year saw a tremendous 
increase in the number of craft operat- 
ing. One item that is brought out is 
the increasing number of accidents 
among licensed planes, indicating that 
licensing is not the basic criterion for 
insurability. In the first half of 1928 
there were 163 licensed planes involved 
in accidents, while in the calendar year 
1927 only 34 licensed planes were 
wrecked. Thus the 1928 total will be 
10 times that of 1927, when the year’s 
report is issued. 





new members were taken in that even- 
ing during the dinner. 

Mr. Wuerth announced an extensive 
program for the year and said the or- 
ganization is to work with the New 
York University Alumni Association of 
Life Underwriters in holding a series 
of eight sales meetings during the year, 
to begin Oct. 25. 

In addition to Mr. Parkinson, Harvey 
Weeks, Buffalo general agent of the 
Provident Mutual, was on the program, 
giving the talk, “Oats,” which he gave 
at the Detroit convention and has been 
requested to repeat in many cities since. 
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TAX RATE IS POLITICAL 
ISSUE IN OHIO CAMPAIGN 





DAVEY IN SHARP CRITICISM 
Democratic Candidate Takes Clear 
Stand—Republican Also Expected 
to Favor Repeal of Law 





A critical situation exists in Ohio, in 
which the 3 percent tax law is made 
one of the issues of the political cam- 


paign. The Democratic candidate for 
governor, Congressman Martin Le 
Davey, the famous tree expert, has 


come out frankly in favor of the repeal 
of the law, giving very good reasons for 
his position. One life underwriters’ as- 
sociation has come out very definitely 
for him, because of his stand. Mr. 
Davey says: 

People Are Burdened 


“What a monstrous thing it is to tax 
the savings of the people! It is not only 
a tax on thrift, it is a tax on character. 
After you have paid all other taxes and 
living expenses, you put part of your 
savings in life insurance and the state 
reaches in and takes $3 out of every 
$100. The only reason the public has 
not rebelled against this unjust and 
vicious tax is because it was taken after 
the money left their hands and they did 
not realize what was being done. 


Evidence of Divine Spark 


“The spirit that prompts men to buy 
life insurance to safeguard those whom 
God has given them to love and protect 
is evidence of the divine spark in hu- 
man kind. It is a noble attribute, a 
manifestation of that sterling character 
which made our country and its civil- 
ization possible. What would happen if 
the state took $3 out of every $100 
placed in the savings bank? The iniquity 
of this tax was brought to me in con- 
nection with the increase a year ago last 
winter and when I realized what the 
state was doing to its people, I deter- 
mined to make this an issue in this 
campaign.” 

The Republican candidate for gov- 
ernor, Myers Y. Cooper of Cincinnati, 
has not yet made an expression on the 
subject, but some of his friends feel 
that he would be favorable to the repeal 
of the law also. At any rate insurance 
men are indebted to Mr. Davey for com- 
ing out frankly and taking the stand he 
has. 

Resent Against Donahey 


While Mr. Davey is making the ap- 
peal for voters to punish the Republican 
legislature for increasing the tax from 
2% percent to 3 percent, as much of the 
ill-feeling among insurance men was 
directed against the Democratic gov- 
ernor, Donahey, for not vetoing the bill 
as against the legislature for passing it. 
Delegations of insurance men went to 
Columbus and made their appeals to 
Donahey, but he took no action to pre- 
vent the bill from becoming a law. 

To increase the already heavy tax on 
insurance policyholders is regarded by 
many outside of insurance ranks to have 
been a blunder which should be recti- 
fied, and since Ohio has set the example 
the same issue is coming up in other 
states. Sentiment has been crystalizing 
for the decrease of life insurance taxes, 
rather than an increase. The passage 
of this bill in Ohio created a distinctly 
unpleasant feeling in insurance circles, 
and was not any too favorably received 
by the public. It was undoubtedly an 
unpopular measure. 


S. T. Hopkins With Royal Union 


S. T. Hopkins has been appointed Ala- 
bama manager for the Royal Union 
Life. He has established headquarters 
at Birmingham. Mr. Hopkins has been 
in the insurance business for some 


THE NATIONAL 


INVESTMENT PROBLEMS 
GROW MORE DIFFICULT 


D. T. TORRENS GIVES SPEECH 





Tells American Life Convention That 
Companies Should Establish In- 
vestment Research Bureau 


D. T. Torrens, vice-president of the 
Kansas City Life, addressed the finan- 
cial section of the American Life Con- 


vention at St. Louis this week. He 
spoke on the “Future Investments of 
Life Insurance Companies.” The fed- 


eral and joint stock land banks have 
driven out most of the private money 
and insurance money in farm mortgages, 
Mr. Torrens said. Agriculture has fared 


so badly lately that little land has 
changed hands, so new farm loans have 
not been needed. Large brokerage 


houses have entered the city loan field 
and have taken most of the large propo- 
sitions at low rates and in very liberal 
amounts. The city loans have reached 
the peak, according to Mr. Torrens, and 
city building must ease up out of neces- 
sity. The bond rates are too low to 
meet the insurance companies’ require- 
ments. 
Must Spend More 


“From this time on,” said Mr. Tor- 
rens, “it will be necessary for life in- 
surance companies to spend more money 
to safeguard their investments than in 
the past because there is more rivalry 
for the securities and the interest rates 
seem so low there is not now that 
difference between the rate necessary to 
mature insurance and the rate received, 
to furnish insurance against losses or 
to take up the slack in a poor invest- 
ment. 


Agriculture Will Revive 


In due course of time, according to 
Mr. Torrens, agriculture will get back 
on its feet and there will be the chang- 
ing of ownership of land which will 
necessitate insurance investments in 
more liberal proportions. The merging 
of corporations and companies engaged 
in the same line of business will neces- 
sitate the issuing of a considerable 
amount of corporation bonds. Public 
utilities are combining small units into 
larger ones and in extending their lines 
of endeavor will also create fields for 


investment. Cities will continue to 
grow, said Mr. Torrens, which will 
necessitate additional business houses 


and homes. Roads will continue to be 
improved, which will require bond issues 
which will be repaid over a number of 
years, 

“Landing fields for airplanes will soon 
be a necessity in most of the large busi- 
ness centers and the investments on this 
character of property will be large,” he 
said. 

Difficult for Companies 

Mr. Torrens predicted that with the 
staggering total of life insurance in 
force continually rising and with new 
capital from interest alone amounting to 
more than $3,200,000,000 a year pouring 
into the investment market, it is going 
to be a hard job for the companies to 
keep their money invested in safe and 
profitable securities. 

Mr. Torrens said there has been a 
great deal of duplication work in the ex- 
amination of securities. He suggested 
that it would be wise for life insurance 
companies to establish a research bu- 
reau to work out investment programs. 


Gem City Head Dies 


A. T. Conover, president of the Gem 
City Life of Dayton, O., died this week. 
He was formerly president of the Day- 
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Action! When you want it 


you get it 


CTION! It is demanded of you, and you 
in turn demand it of your assistants. 


A filed letter or business document is of most 
value to you the minute you want it—not 
later in the day—not some other day. 


Just one thing governed in designing the new 
GF 700 line of files, and that was permanent 
filing efficiency. We made these files so that 
it is quick and easy to file a letter or other 
document in its proper place, and just as quick 
and easy to find it again when it is wanted. 


Every detail contributes to permanent speed 
and usefulness—strength and capacity in- 
stead of weight and bulk; valuable extra 
inches of filing space; drawers that glide 
smoothly on frictionless rollers; quick re- 
leasing, yet positive compressors; beautiful, 
durable and easy-to-clean finish. All these 
features come at a cost surprisingly low. 


And there is a GF 700 line file to fit every 
business record, from a 214 x 3 card to the 
largest ledger sheet. 
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Canadian Plant, Toronto 


Youngstown, Ohio 
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RATES 


plus 


DIVIDENDS 


The Midland Mutual Life is 
now ready to issue a GUARAN- 
TEED LOW COST Paid up Life 
at 85 on which quinquennial DIV- 
IDENDS will be paid. No policy 
less than $5,000. Entire reserve 
available the second and _ subse- 
quent years. Rate for $5,000 at 
age 35 is $104.25. Issued on 
annual, semi-annual or quarterly 
basis. 




















General agency opportunities 
open in New Jersey, Pennsylvania, 
Virginia, West Virginia, Michigan, 
Indiana, Illinois and Iowa. 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises’’ 
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TO HAVE ESTATE COURSE 
Beginning Wednesday, Oct. 17, and 
continuing weekly for six weeks, the 
Fidelity Union Trust Company of 


Newark will conduct a comprehensive | 
I |} are solidly behind Mr. 


series of lectures on estate management 
for life underwriters in Newark terri- 
tory. Over 300 invitations have been 
sent out and acceptances indicate that 
the classes will be very large, possibly 
necessitating removal from the meeting 
place in the bank building. All phases 
of wills, estates and trusts will be dis- 
cussed by the bank officers in hourly 
lectures. President Uzal H. 
expects to welcome the life underwriters 
at the first session. The first three lec- 
tures will be given by B. L. Campbell 
of the bank’s general counsel, who will 
take up the distribution of property, 
testate and intestate, the matter of 
voluntary or living trust agreements, in- 
cluding life insurance trusts, and testa- 
mentary trusts. The fourth lecture will 
be by Edward Schickhaus, assistant trust 
officer, on the effect of testation on life 
insurance. William J. Cream, assistant 
trust officer, will discuss the actual ad- 
ministration of estates in the fifth and 
L. A. Chambliss, assistant secretary and 
treasurer, will sum up the history 
cooperation with life insurance in the 
final lecture. At the conclusion a book- 
let will be given those taking the course, 
containing a summary of tax informa- 
tion and much other material of value 
in estate work. 
» 2s 2 
START NEW SCHOOL 


Beers & DeLong, New York general 
agents for the Mutual Benefit Life, will 
begin another six weeks’ training class 
for agents Oct. 15. Both some of those 
in the office and new men will be given 
instruction, three weeks in classes led 
by Mr. Beers and three weeks in super- 
vised training in the field. These classes 
will be held in the uptown branch. Beers 
& DeLong have found these classes 
profitable in agency building and the 
extension of efficient training. 

e 2 @ 
TRIBUTE TO FRANK PENNELL 

Chandler Bullock, president of the 
State Mutual Life of Massachusetts, 
paid tribute to the agency accomplish- 
ment of Frank Pennell, New York gen- 
eral agent, at a dinner held by the Pen- 
nell agency last week in celebration of 
achieving first place country-wide in the 
company’s field organization. Mr. Pen- 
nell took over the agency the first of 
the year and in nine months has stepped 
it up from sixth place to first place, at 
last nosing out the Clark & Sanborn 
agency of Boston for first place honors. 
The first indication of the agency’s 
activity came in February, when it 
passed the Boston agency, but the latter 
organization maintained its year-to-date 
lead until last month, when Mr. Pen- 
nell was able to pass both the monthly 
record and year-to-date record and 
stand at the front of the State Mutual 
agency forces. 

Several others spoke of Mr. Pennell’s 
work, in addition to President Bullock, 
Stephen Ireland, superintendent of 
agencies, and R. B. Gordon, supervisor 
of applications, also being present from 
the home office. Mr. Ireland could 
speak from the angle of agency building 
and Mr. Gordon from the quality of 
business presented by the Pennell 
agency, this being highly commended. 
This was particularly noteworthy, as 
the State Mutual does not do a sub- 
standard business and thus its standards 
are necessarily higher than most offices. 


R. C. Anderson of the Pennell agency 
also spoke in praise of Mr. Pennell’s 
efforts. 


* * * 
TESTIMONIAL FOR WUERTH 


Gustav C. Wuerth, president of the 
New York Association of Life Under- 
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| write rs, was given a testimonial lunch. 
|} eon Monday by the general agents and 


| 


| past president of 
~ | tional 
McCarter | 





managers of New York City, launching 
the new season of the organization with 
| this evidence that the life underwriters 
Wuerth in his 
plans for the most auspicious year on 
record, Jones, general agent of 
the State Mutual and a past president 
of the association, presided and intro- 
duced those of the 22 past presidents 
who were present. Julian S. Myrick, 
general agent of the Mutual Life and 
both local and na- 
association, as well as present 
president of the state association, was 
called on for a review of association 
work in the state. Mr. Myrick spoke 
of the numerous activities sponsored by 
the local association in the past and 
urged all life underwriters to lend their 
efforts to further plans of the organi- 
zation, which always have the best in- 
terests of the agent in mind. Peter 
M. Fraser, last year’s association presi- 
dent and general agent for the Con- 
necticut Mutual, briefly spoke in com- 
mendation of the new president and the 
plans for the new year. Mr. Wuerth 
himself then spoke, outlining his plans 


| for the year, referring to new organiza- 


of | tion details as well as important basic 


activities in which the organization has 
always been interested and is now doub- 


ling its efforts. 
* * * 


TIE UP WITH MORTGAGES 
Organization of a new mortgage 


| house as a subsidiary to handle insured 





home loans was announced last week 
by the Morris Plan banks. The North 
American Funding Corporation of 
Delaware is the new company and it 
will issue first mortgage bonds, financ- 
ing life insured home loans made by the 


Morris Plan banks throughout the 
country. These loans are protected by 
life insurance written in the Morris 
Plan Insurance Society and make a 
complete tie-up of life insurance and 
mortgage loans under the home loan 
arrangements. 


WILL MOVE TO KANSAS CITY 





Bankers National of Denver to Change 
Home Office Location 
After Oct. 22 





KANSAS CITY, Oct. 11—The 
Bankers National Life of Denver will 
move its home office to Kansas City the 
latter part of this month, according to 
an announcement made by officers of 
the company, who were here last week. 
The home office will be at 3527 Broad- 
way after Oct. 22. The Bankers Na- 
tional Life will bring about 20 of its 
officers and executives to Kansas City, 
together with a skeleton of its func- 
tioning organization, and will fill the 
rest of its operating force here. 

The company, one of the group of 
three bearing the same name, operates 
in Missouri, Kansas, Nebraska, Colo- 
rado, South Dakota, Arkansas and 
Texas. It has outstanding insurance o! 
approximately $14,000,000, divided be- 
tween participating and non-participat- 
ing insurance. The other two companies 
of the chain are the Bankers National 
Life of Jersey City, N. J., and the 
Bankers National of Jacksonville, Fila. 
Officers of the company are R. R. 
Lounsbury, president; Dr. Arthur L. 
Smith and E. C. Bigger, vice- “<_ i 
W. B. Chambers, secretary; E. H. Hard- 
beek, actuary and assistant secretary; 
Dr. Smith, medical director, and J. 
Peterson, assistant secretary. 


VOTE TO INCREASE CAPITAL 
OF MISSOURI STATE LIFE 
Directors of the Missouri State Life 
of St. Louis have voted unanimously to 
recommend to the stockholders of_the 
company at a special meeting on Dec. 
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g that the capital of the company be in- 
creased from $3,000,000 to $4,000,000. 
The additional stock while having a | 
par value of $10 a share will be sold to | 
the present stockholders at $20 a share | 
on the basis of one share for each three | 
shares now held. 2% 

Although the Missouri State Life 
stock is not listed on the St. Louis 
stock exchange, recent sales in broke r- | 
age circles have been on the basis of | 
$110 a share. 

The extra $1,000,000 to be raised | 
through the sale of the new stock will } 
be added to the surplus account of the | 
company and will almost entirely re- 
place the money used to take over the 
business of the International Life. 

The Missouri State Life now has | 
$1,140,000,000 of insurance in force and 
admitted assets of $125,000,000. 


George W. Ryan Dead 


George W. Ryan, general agent of the 
Provident Mutual Life at Pittsburgh, 
died Oct. 5 after a short illness follow- 
ing an attack of appendicitis. He en-| 
tered the field force of the Pittsburgh 
agency Feb. 18, 1912, then under the di- 
rection of Graham C. Wells, general 
agent. When Mr. Wells was transferred 
to New York City, Mr. Ryan was ap- 
pointed general agent, Jan. 16, 1920. 

Mr. Ryan was a great believer in con- 
secutive weekly scoring, having a per- 
sonal record which was nearing the 
completion of the 15th year. He was 
prominent in the affairs of the Pitts- 
burgh Association of Life Underwriters 
and had served as president of the gen- 


eral agents’ association of the Provi 
Mutual. 
Impressive Growth Shown 


A most impressive growth is being ex- 
perienced by trust companies and banks 


in their life insurance trust business, ac- | 


cording to a report of the committee on 
insurance trusts, of which Thos. C. Hen- 
nings, vice-president of the Mercantile 
Trust Company of St. Louis, is chair- 
man, presented at a meeting of the trust 
ccmpany division at the American Bank- 
ers Association convention in Philadel- 
phia.s A national survey completed by 


the Gommittee indicates that more than | 


$750,000,000 in life insurance is now cov- 


ered by trust agreements and it is esti- 
mated that $1,000,000,000 in life insur- 


ance proceeds will be protected by trust 


agreements bv the end of 1928. 


The size of the average life insurance | 


trust is found to be $53,800. 


Garth K. Ferguson 


Garth K. Ferguson has been ap- | 
pointed general agent for the Manhattan ! 


Life at Louisville, Ky., to cover sur- 


rounding territory. Mr. Ferguson is | 


well known throughout the state and is 


long experienced in life underwriting. | 
He has been state senator since 1925 | 
trom his district and has been active in | 


state affairs. For 12 years he was dis- 
trict manager in western Kentucky for 


the Mutual Life of New York. For the | 
past two years he has been supervisor | 
ot agents for the Aetna Life in Louis- | 


ville. He is only 40 years old, but he 
has a broad background of agency 
management. 


Sues on Des Moines Defalcation 


_ Suit to recover approximately $2,500 
trom the Bankers Trust Company has 
been filed in district court in Des 
Moines by the National Surety in con- 
nection with the fraudulent dealings of 
W. H. Dunagan, former chief clerk of 
the Des Moines Life & Annuity, who 
is now serving 15 years in the peniten- 
tiary after pleading guilty to forgeries 
amounting to $23,000. 

The National Surety claims it bonded 
Dunagan’s company for $2,500 against 
losses growing out of his misconduct 
and has paid that amount. It alleges 
that the Bankers Trust Company is lia- 
ble for the amount asked because it 
“wrongfully and unlawfully obtained 
possession and collected” proceeds of 
drafts forged by Dunagan. 
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JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 


We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 


In your letter please state the line of work in which you 
are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. . 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 


The Illinois Life is The Dean of the Illinois Legal Reserve Compantes 
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did territory. 


big enough for the job. 


G-72 


CHICAGO 


WANTED: 


Branch Managers 


for CHICAGO, 
MINNEAPOLIS 
and DETROIT 


By a long established and fast growing 
Legal Reserve Life Insurance Company 
now having $100,000,000.00 of insur- 
ance in force and writing ail types of 
life, accident and health insurance. 


An outstanding man is wanted for each 
one of these branch offices—a man who 
has a record of successful experience 
and who can produce the volume of 
business that we expect from this splen- 


Unusual opportunities for men who are 


Write, giving full particulars as to past 
experience. Correspondence will be re- 
garded as confidential. Address: 


NATIONAL UNDERWRITER 
INSURANCE EXCHANGE 











Excellent 


G. STORZ, President 


OMAHA - - - - 





WE WANT GOOD AGENTS 
AND WILL PAY THEM WELL 


territory available in 


Nebraska, Colorado, South Dakota, 
Kansas, Missouri, Iowa and Texas. 


For details of our liberal agency offer, write to 
Tuos. F. Bourke, Vice-Pres. and Supt. of Agencies 


NORTHWESTERN LIFE 
INSURANCE COMPANY 


NEBRASKA 

















FINANCIAL SECTION 
PROVED ATTRACTIVE 


(CONTINUED FROM PAGE 3) 


| and three and a half percent interest 


rates on which life insurance contracts 
are predicated. Such a bureau as Mr. 
Torrens suggested, Mr. Fowler said 
could collect valuable information, at 
any rate. 

F. H. Rowe of the American Bankers 
believed insurance companies should not 
be afraid of real estate loans. 


Must Consider Moral Hazard 


John W. Cadigan, president of the 
New World Life, emphasized the im- 
portance of considering the moral 
hazard, or character of the applicant for 
a loan, above the actual value of the real 
estate involved. He said that his com- 
pany has for years used the amortiza- 
tion plan of requiring a 5 per cent de- 
crease in the principal each year. He 
also commented on the effect of federal 
land bank and stock land bank en- 
trance into the farm insurance loan field 
absorbing much of the investrient pos- 
sibilities, and restricting the latitude 
formerly enjoyed by life companies. He 
expressed he opinion that these institu- 
tions have not been more careful in the 
selection of their loans than were life 
companies. They may accordingly ex- 
pect the same reaction as have the life 


| companies. 





Real Estate Appratisais 


Mark Levy of Chicago, an expert on 
real estate appraisals, was the next 
speaker with the subject “Real Estate 
Appraisals With Special Reference to 
City Property.” The earning power of 
propertv is the real basis for valuation, 
Mr. Levy declared, and not the selling 
price or the value of surrounding prop- 
erty. What property can be used for 
and the income it can produce, are the 
important questions in determining its 
value. Mr. Levy gave many illustra- 
tions from his own experience to prove 
this, and he passed among the audience 
quite a number of actual appraisals 
which were examined and questions 
were asked regarding details, which were 
answered by Mr. Levy. The members 
were very much impressed with the 
points emphasized by Mr. Levy. 

Mr. Levy, in concluding said that the 
appraiser must be an_ independent 
thinker; he must not permit himself to 
be influenced by sentiment, friendship 
or propaganda. He should analyze all 
the elements and factors before stating 
his conclusion. The broader the view- 
point of the appraiser and the more ex- 
perienced he is, the better will be his 
judgment and the better his appraisal, he 
said. 


Discuss Investments of Future 


“Life Insurance Investments of the 
Future” were discussed by D. T. Tor- 
rens, vice-president of the Kansas City 
Life. He said that with the ever in- 
creasing amount of life insurance sales 
and the large sums of money being in- 
vested it will make it very difficult for 
life insurance companies to invest in the 
future. 

Vice-President R. T. Byers of the 
American Central Life spoke on “Should 
the Investment Laws Affecting Life In- 
surance Funds be Liberalized and 
How?” He said he was convinced with 
the increasing funds available for invest- 
ment, changing conditions, economic and 
otherwise, and the increasing need for 
diversification of investments, the time 
has come when our investment laws 
should be wide in scope so that life in- 
surance companies can take advantage 
of the opportunities and may use the 
talent that is available to them. 


Becker Gives Talk 


Wilbur S. Sherwood, assistant cashier 
of the Travelers, spoke on “Bonds and 
Stocks as Investments for Life Insur- 
ance Companies.” Mr. Sherwood said 
that he believed that the time will never 
come when stock, regardless of legality, 





will occupy a position comparable with 
either bonds or mortgages in the invest- 
ment lists of life insurance companies. 
Herbert Becker, vice-president of the 
Chicago Title & Trust Co. of Chicago, 
presented a paper on “Title Insurance.” 
Mr. Becker said that the superiority of 
title insurance over other systems of title 
protection has long been an established 
fact. It is evident by the extent and use 
of it throughout the country. He said 
that life insurance companies are the 
largest consumers of title insurance. 
Life companies, Mr. Becker said, are 
the largest absorbers of title insurance, 
this protection being taken in connec- 
tion with the making of mortgages. 


R. W. Stevens Testimonial 


R. W. Stevens of the Illinois Life 
offered a voluntary testimonial as to his 
experience with title insurance company 
in the company of which Mr. Becker is 
president. Mr. Stevens said he bought a 
farm in Lake County, taking out title 
insurance. Mr. Stevens said litigation 
developed which ran into more pages 
than any former case in the legal rec- 
ords of the county. He said that the 
cost of suit was nearly as much as the 
value of the farm and the title insurance 
company stood the expense. 

George C. Holmberg, treasurer of the 
Northwestern National Life, led the 
discussion of Mr. Becker’s paper. He 
said that he had no objection to this 
form of insurance protection, but that 
title insurance does not reach all pos- 
sible needs. The contract, he stated, is 
limited as to indemnity to the face of the 
policy. it does not perfect the title, it is 
an additional cost burden to either the 
borrower or the lender to pay the re- 
quired premium. He termed it as sup- 
plemental rather than full protection. 
He raised the point of loan renewals 
after periods of five years in cases where 
the mortgage passed from one company 
to another. 

Mr. Becker responded to this later by 
stating that the title company issues a 
new policy in such cases at low cost, not 
including the original charge for inves- 
tigation. For example, a policy which 
involved investigation that produced a 
premium of $84 could be renewed for 
approximately two dollars and a half for 
a new term. 

Loans 


Reports on City 


Walter H. Eckert, general counsel of 
the Federal Life, and chairman of the 
committee on city mortgages reported 
the findings of his committee. “We be- 
lieve,” he said, “that loans made on 
medium size business property capable 
of being used for numerous kinds of 
business, one and two family residences 
and flat and medium size apartment 
buildings, are the safest and most de- 
sirable kind of city mortgages.” He also 
believed that loans on carefully selected 
apartment houses constitute a desirable 
investment for the larger companies. 
Four requirements should be considered 
in the selection of loans on city property. 
They are: Improvement, locality, margin 
of security and integrity of the maker 
of the paper. In regard to the margin 
of security, Mr. Eckert said, there was 
little chance of loss where the loan does 
not exceed 50 percent of the value of 
the property. He advised great care be 
taken in making the appraisal. “The 
best method of securing desirable loans 
on city property presents a problem on 
which there is a great diversity of opin- 
ion. Your committee has concluded 
that a reliable loan agent residing in and 
familiar with the progress of develop- 
ment of the city, where the loan is made, 
furnishes a reliable source.” 

Report of Law Committee 


In reporting for the law committee ot 
the Finance Section, President F._H. 
Rowe of the American Bankers of IIli- 
nois said there is a need for a change 
in the state investment laws. He said 
that the experience of the past few years 
has been brought very forcibly to the 
insurance companies the need for a 
change, but it must be slow. It is up 
to the Financial Section to consider the 
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best mode of procedure in getting laws 
that will better protect the maker of 
loans. He said that at the present time 
there are 10 states which are now hav- 
ing their laws revised, and two states 
have committees appointed to consider 
revision. He added there are six 
states which expect to have the mat- 
ter taken up at the next session of their 
legislature, and that three states have 
committees appointed to examine into 
the question of uniform laws. 

Mr. Rowe recommended that the 
American Life Convention appoint a 
committee of five casualty and life men 
in each state whose duty it would be to 
present the companies’ needs to the re- 
visors. This would be much more con- 
structive than to wait until some legis- 
lation is introduced and then fight it. 
He spoke of the Illinois plan, where a 
committee representing the state cham- 
ber of commerce, made up of insurance 
men from all branches of the business, 
discusses any changes with the legis- 
lative committees on insurance and law 
revision. 

C. W. Gold of the Jefferson Standard 
sud hundreds of thousands of dollars 
have been lost by insurance companies 
in stocks so that, in his opinion, real 
conservatism should be employed in ex- 
tending the limit of investments. Basic 
facts must be secured. The utmost in- 
vesigation would have to be used. 

R. J. Merrill, the new chairman, was 
inducted into office, having served as 
secretary, Mr. Rowe escorted Mr. 
Torrens, the new secretary, to his chair. 

Mr. Byers introduced a resolution 
providing for the establishment of a 
financial and investment bureau to make 
investigation and gather data tor the 
use of loan departments of companies. 
It is to be service bureau. The reso- 
lution was in the nature of a recom- 
mendation, suggesting that a com- 
mittee be named to put the machinery 
in motion. 





BANK PREMIUM COLLECTION 
PLAN HELD TO BE LEGAL 





MADISON, WIS., Oct. 10.—The 
plan for savings insurance to be handled 
by banks in Wisconsin is legal, accord- 
ing to an opinion given last week by the 
Wisconsin attorney general. The opin- 
ion was given jointly to the insurance 
department and the state banking de- 
partment. 

Previously, a plan submitted by the 
banking department and proposed by 
one of the insurance companies, was 
declared illegal under the banking and 
insurance laws. M. A. Freedy, insur- 
ance commissioner, had held that the 
insurance plan was legal, but C. F. 
Schwenker, head of the banking depart- 
ment, disagreed on certain terms of the 
insurance policy as it affected banks. 

The attorney general’s first opinion 
held that the plan was illegal, but the 
insurance and banking departments 
started working upon the scheme, and 
the opinion now given was a modified 
form of the objectionable one. 

The plan is for the bank to accept 
savings deposits for the insured and 
from these deposits to pay the insur- 
ance, under a contract with the insur- 
ance company and the insured person. 
The bank does not solicit the insurance 
business, nor does it advertise this con- 
venience for its patrons. The insurance 
company agents do the soliciting and 
the advertising is to be paid for by the 
insurance company, as though the pol- 
icy were not part of the bank’s business. 
The policies are cancellable under cer- 
tain conditions, when the customer 
wishes to withdraw his savings and pre- 
miums and when the insurance premium 
lapses. 


RESERVE FOR ANTICIPATED 
EXCESSIVE LOSSES TAXABLE 





_WASHINGTON, Oct. 11.—A _ con- 
tingency reserve for anticipated exces- 
sive mortality losses and possible losses 


in reserves invested, maintained by an 
insurance company in addition to a re- 
serve of the net value of outstanding 
policies, has been held by the United 
States Board of Tax Appeals not to be 
a reserve required by law within the 
meaning of section 245 (a) (2) of the 
revenue act of 1921. 

The decision was rendered in the 
appeal of the Old Line of Nebraska, 
which had challenged deficiency taxes 
of $2,219 and assessed by the 
commissioner of internal revenue for 
the years 1923 and 1924, respectively. 

The company claimed that it had set 
up, in addition to its regular reserve, a 
“mortality fluctuation fund” in = an 
amount equal to 10 percent of the net 
value of its policies, at the oral direction 
of the insurance commissioner and en- 
tered the fund as a reserve in its reports 
to the federal government. The tax 
board, however, held that regardless of 
this fact, the fund was not a reserve re- 
quired by law, within the meaning of 
the revenue act. 


$3,295 


K. M. Mathus to Marry 


Kenilworth H. Mathus of the publicity 
department of the Connecticut Mutual 
Life, associate editor of the company’s 
sales magazine, will be married October 
13 to Miss Ila Marie Lackey, daughter 
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of Dr. and Mrs. John Newton Lackey 
of Hartford. 

The bride is a graduate of Elmira | 
College, 1926. The groom holds the de- 
gree of Ph. B. from Brown University, 
in the class of 1922. 





McCormack Given New Duties 


E. J. McCormack of Memphis has 
been appointed home office supervisor 
of the Minnesota Mutual Life for the 
territory around Memphis. Mr. Mc- 
Cormack is vice-president of the Na- 
tional Association of Life Underwriters. 
Mr. McCormack will give about half of 
his time to his general agency at Mem- 
phis and the remainder to his super- 
visory duties. 








Montreal Managers Organize 


With the object of advancing and pro- | 
moting closer cooperation between in- 
surance offices and the companies they | 
represent, the Montreal Life Insurance 
Managers’ Association has been formed. 
At the first luncheon meeting of the 
association D. L. Young, Canada Life, 
was elected president; H. P. Douglas, | 
Prudential, vice-president; J. C. Joy, 
Imperial Life, secretary. 

Each manager, on joining the asso- 
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ciation, is required to take a pledge that 
he will not approach or contract with 
any person who is at the time employed 
by any other member, without the con- 
sent of such member, and that he will 
do his best to stop rebating, twisting and 
other unethical practices in his office. 


State Life Men Meet in Colorado 


With more than 250 members in at- 
tendance, the $250,000 Club of the State 
Life of Indiana held its annua! meeting 
in Colorado Springs. The convention 
lasted four days 

Among those who attended were 
Charles F. Coftin of Indianapolis, one 
of the founders and for 35 years first 
vice-president and general counsel of 
the State Life; S. J. Rosenblatt of Chi- 
cago, who had $3,650,000 personal pro- 
duction in 1928, and Robert E. Sweeney, 
for more than 25 years with the State 
Life. 


Oppose Non-Medical Plan 


At its recent meeting, the North Da- 
kota Ancient Order of United Workmen 
went on record as favoring juvenile and 
group insur- 


opposing nonmedical and 


ance, 


Some things will last a long time if 
pickled, but this isn’t true of men. 











That is a beautiful sentiment. 
been that systematic service brings the largest dividends 
both in good will and in new business from old policyholders. 


We used to think that our old policyholders were giving 
us a rather handsome volume of new business every year. 
But during the three years in which we have held these 
annual Policyholders’ Month Service Campaigns, our annual 
new business from old policyholders has jumped from less 
than 57 millions in 1924 to more than 81 millions in 1927. 


You can judge for yourself why Old Policyholders’ 
Month has become an institution in the Union Central. 


Systematic Service Pays Big 
Dividends From Policyholders 


During October representatives of the Union Central are 
engaged in putting over the fourth annual Policyholders’ 
Service Month Campaign. It promises to be an even greater 
success than its three predecessors. 
month more than 1,000 Agents had enrolled and pledged to 
President Sage that they would call on all of their old policy- 
holders during October, offering to each the many services 
available with the assistance of material specially prepared 
by the Home Office. 


“Why have one Policyholders’ Month?”, an Agent asks. 
“T make every month Policyholders’ Month.” 


But our experience has 


The Union Central Life Ins. Co. : 


Cincinnati, Ohio 


Before the first of the 































































































18 THE NATIONAL UNDERWRITER October 12, 192% 
| ,THE NATIONAL UNDERWRITER | PERSONAL GLIMPSES OF LIFE. UNDERWRITERS 
LIFE INSURANCE EDITION 
Sar senna every Friday by Te Seat ICRA. nmenenien, COMP ANS. Ge , _ 
incinnati an ew Yor HL IT resident; - The joi fune services [{ “Me 2 ia”? _ 
SETH ec eee TOWARD £ BURRIDGE. Vice President end General " Manege ie e = funeral services for jJ. M. | on the. Mauretania. Mr. Alexander 
H. E. WRIGHT and NORA VINCENT PAUL. Vice-Presidents; WILLIAM A. SCAN- ownsend of Canton, O., general agent | was primarily an accident and health 
( LON: Southwestern Mgr. GEORGE C. ROEDING and O. E. SCHWARTZ, Fh, Mgrs. of the Ohio National Life, and Mrs.| man. He had his early training in that 
C. M. CARTWRIGHT. Managing Editor Townsend, were held in Cincinnati, the | field. He was born in London in 1860, 
HOWARD J. BURRIDGE, Associate Editor a a the Sr er He came to the United States in 1885, 
POST, Associate Edit uesday of last week Mr. and Mrs.| He becz 
PUBLICATION OFFICE _Insurance Exchange, CHICAGO. Telephone Wabash 2704 Towns end were driving = er Of; ge 4 connected with the Railway 
CINCINNATI OFFICE, 420 E. Fourth St., Telephone Main 5781, RALPH E. RICHMAN, Manager, RC ere driving to Cincinnati icials & Employes Association of 
MITH, Statistician; ABNER THORP, JR., Director Life Insurance Service Dept. to participate in a birthday party that Indianapolis, being first state agent in 
NEW YORK OFFICE NORTHWESTERN OFFICE, DES MOINES had been arranged by a few of the com- | New York and then general superinten- 
80 Maiden Lane, Tel. John 1032 313 Iowa Nat'l Bank Bldg., Tel. Market 3957 pany friends of President T. W.| dent of agencies at Indianapolis. This 
GEORGE A. WATSON, Associate Editor J. M. DEMPSEY, Resident Manager Appleby. When about eight miles east| company had railway franchises and 
pat natch eye an Associate Editor en of Washington Courthouse the Town- Mr. Alexander was fortunate in build- 
“Eig toed ng el eda ay eo. GA. a Beck Bene Tat Coailine 6004 send car collided with a bus. The sheriff | ing up a large accident and health busi- 
W. J. SMYTH, Resident Manager O. M. KOENIG. Resident Manager of the county was summoned and found | ness among railway people. He became 
SAN FRANCISCO OFFICE: that Mr. Townsend was connected with | vice-president and general manager of 
105 Montgomery Street, Tel. Kearny 3399, FRANK W. BLAND, Resident Manager the Ohio National Life. He immedi-|the Continental Casualty, served as 
__Entered as Second-class matter June 9, 1900, at Post Office at Chicago, Ill., Under Act March 3, . 1879 ately got in touch with E. A. Badger, | president in 1906 and was made chair- 
; yo ee pang er a Ye es general agent of the company at Wash-| man of the board May 10 of this year. 
_InCombination with The ¢ National Underwriter (Fire and Casualty) $5.50 a year. | Canada $7. 50 | ington Courthouse. Arrangements were } The Continental Assurance, the life in- 
aes ———— made for an ambulance to take Mr. and | surance running mate of the Continental 
Mrs. Townsend to Columbus. Mrs. | Casualty, was organized and Mr. Alex- 
Townsend died at Mt. Sterling on the | ander was made president. | as. 
' nd di at Mt. § § ‘ as mé president. le was a 
Differences Should Be Adjusted way. Mr. Townsend was taken to Mt.| very successful business man, 
Carmel hospital at Columbus, where he _ 
e - ° ° ° ° ‘ > ate i > af > reside 
Ir will be unfortunate for the insur- structive work by the organization in died later . the 7a ta President John M. Smullan, secretary of th 
: age ie : ’ Appleby left for Columbus, but Mr.| yiigiand Lif man, tary < [ 
ance business generally if further fric- the future. Townsend died shortly after his arrival. penne tied of a ." ity since it 
tion develops within the ranks of the Here is an organization that is very | Mr. Townsend was elected president of mobile ‘aaa st he ae —_ my 
- =~ . : opie dz day as he was going t is 
INSURANCE ADVERTISING CONFERENCE, Evi- much more useful than many. It has a the Builders Club, the agency organiza-| home from the « fice. He ary) aot a 
— . : . Tr Jational. ; its last : , - 4 lé eache 
dences of internal disturbances were record of accomplishment. The adver- net a? —- -cseneigers: ag Pg last} a red stop sign. The driver of the car 
ia ° ° ee P ‘ eting, e ac yeen with the com-|];, ¢ ° . - ee 5 
manifested at the annual meeting of the tising managers making up its member-| pany about six years, was a pl cio ai= front felt the impact of Mr. Smullan’s 
organization held in Washington, D. C., ship are largely responsible for the | Wooster, president of the University vend _ “yo — — ce = 
a 3 " ; : . nes ° “ -* S< t ) y e aliel ve the 
last week when new officers were elected pronounced improvement in insurance | ‘ lub in his city and was prominent in| wheel, He had died inst ae “He - me 
+e 4 . , avs j is com? a ae t . . « instantly, C as 
and a slate headed by C. E. Rickerp company advertising which has been so many ways in his community. 61 years of age. He had been associated 
¢ sy ae ae ie lil . ae eS AS with President Daniel Boon 1 
of the STANDARD ACCIDENT defeated, 25 noticeable during the past decade. They I. T. Heard, for many years general | lee q a iel h one and his 
to 23, the ticket which had J. W. Lone- have shaken up the dry bones and put] agent for the Penn Mutual Life with retail ans Fa ae Pa <i y k Lite 
- ~ . : ° . ° ° : - I asnier ol > New rk Life 
NECKER of the Hartrorp Frre at its head. the insurance business in step with the headquarters in Augusta, Ga., was killed | at Kansas City ; = 
The vote was close and among some other big business enterprises of the by — er — —: His son, | —_ 
eas : ‘ a ‘ lerre 4 -ard, ‘ontinue the | 
feeling ran high. Perhaps the present country so far as advertising is COn-| agency — asl Mrs. Z. Z. Brown, leading woman 
differences of opinion may melt away cerned. What they have done in this : ial 4 satagpeace! for the Lincoln National Life, 
- ‘ ot = s ® os . on } as reache h:- mi mete Thee - 
before another annual meeting is held. direction and what still lies before them Mrs. Sarah Tucker, the aged mother veel — that gg “> A selling in- 
' : Pig tic en : “pD...., | Surance to women. Mrs. B 1a$ 
It is hoped by the conference’s most to do is vastly more important than any Ur I eM > e agen the 0 had an exetiient len e rind pom _ 
Sama nal : . -_ x. : nsive ae eee . ‘ te, p 110n site, dec ast week at Ga latin, a . era at aps € C J he 
sincere well wishers that they will, and inten ive warfare that might be car-| Tenn Mr Toadies whe ter geale & _— so far this year total $300,000. She 
that the track may be cleared for con- ried on. year has been absent from his office re- “at been in the insurance business but 
cuperating from a severe illness in| sce ao I = ee Sans period has 
Dallas, Tex., was able to attend the a - eading woman a number of 
Oh, for a Program Reducer funeral and is expected to return to Des | ; tly ‘90 5 anerssing to Bote that 
Moines next month. me = per cent of her business comes 
. i . , ‘ ‘ ( ymen, 
Durinc the fall season, beginning with ical endurance. When a man is com- _ er 


September, there have been many major 
insurance conventions. These gather- 
ings are of importance to all in the call- 
ing. The business side of a convention 
is by no means the most important. It 
is the spirit of cooperation and that 
indefinable something that creates an 
esprit de corps in a business that gives 
it a strong momentum. Today we need 
higher standards in the producing field, 
greater experience, a larger compre- 
hension of the needs of the people and 
a bigger’vision at home offices. There 
is much to be gained in an exchange 
of views. 

The main complaint with conventions 
is that they are over-programmed. 
There are too many people assigned to 
places on the list. Unless there is a 
definite time for a man to start and 
quit there will be a decided tendency 
on part of some to slop over and con- 
tinue rambling. The short, snappy, 
lively program is the best. An over- 
loaded program entails too much phys- 


pelled to sit three hours in ya chair at 
a convention it means something to him 
in a physical way because he is not 
able to about and relax. The 
long program by the very nature of 
things defeats its aim. 

There should be fewer men assigned 
to fixed papers and there should be 
time for that impromptu discus- 
that really gives life and spirit to 
a meeting. Banquets are overmanned. 
The great tendency of the day seems to 
be to crowd more and more subjects 
and more people on business 


move 


more 
sion 


and more 


programs. 
On any session there should not be 
over two speakers. If the programs 


are cut down in time there would be 
a far better attendance and less disturb- 


ance in men going in and out. The 
program of a convention deserves 
greater attention not only from the 


standpoint of getting the right kind of 
timber but the program maker should 
be a good reducer. 


Reward Exceedingly Great 


“Gop help the man who has a task that 
he can do perfectly! He is a man with- 
out ideals, without imagination, with- 
out ambition. Ideals mean something 
always beyond the highest accomplish- 
ment, something we can approach but 
never reach. Ideals rule the world, even 
while the world cynically derides them. 
We never shall be perfect in our call- 


ing, but let us be thankful that our 
calling is so high that the pursuit of it, 
through praise and blame, in sickness 
and in health, calls on the best that is 
in us, and that the pursuit itself is our 


glory and our reward exceedingly 
great.’ —John Danihy, S. J., Marquette 
University, Milwaukee, in the “Inland 


Printer.” 





The value of life insurance as a per- 
sonal investment was discussed recently 
by Dr. Albert Seaton, medical director 
of the American Central Life, at a meet- 
ing of the Indianapolis Medical Society. 

Alexander M. Stronach, for many 
years district manager of the Metropoli- 


tan Life at Pittsfield, Mass., died last 
week of spinal meningitis, which had 
resulted from ear trouble developed 


after a swim at a beach resort last Au- 
gust. Mr. Stronach was 66 years of 
age, and had been retired from business 
for some time. He was born in St. 
Andrews, Scotland, and had lived in 
Pittsfield for 35 years. 


John O. H. Pitney, one of the fore- 
most members of the New Jersey bar 
and a director of both the Mutual Ben- 
efit Life and the American of Newark, 
died at his home in Morristown last 
week. 


George T. Helea, 


who was formerly 


connected with the Guarantee Title & 
Trust Company at Columbus, O., has 
been appointed superintendent of the 


mortgage loan department of the Mid- 
land Mutual Life. 


Ray M. Gaffney, cashier of the First 
National bank of Binghamton, N. Y., 
for 'the last eight years, has been elected 
a director of the Security Mutual Life 
of Binghamton, succeeding the late Clar- 
ence F. Hotchkiss, who died last month. 


H. G. B. Alexander, president of the 
Continental Casualty and Continental 
Assurance of Chicago, died in Paris last 
week. (He, with Mrs. Alexander and 
his daughter, Mrs. C. Southard and 
her husband, went on a trip abroad, in- 
tending to sail for home last Saturday 





John Boyle, Chicago general agent of 
the Minnesota Mutual Life, is receiving 
congratulations on the arrival of a girl 
baby at his home. Mrs. was 
Catherine Bruen, and was secretary 
in the Boyle agency before she’and Mr. 
Boyle were married. 


QD ' 
boyie 


Nell B. Drake, actuary 
west Life, who has been ill since last 
July following an operation, died last 
week in Lincoln, Neb. Miss Drake had 
been with the company for 11 years, 
and was a member of the board of 
directors. 


ior the Mid- 


As a fitting welcome to A. O. Swink, 
Virginia manager for the Atlantic Life, 
on his recent return from a trip abroad, 
his desk at his office in Ri chmond was 
decorated with a large vase of beautiful 
dahlias, and a still larger stack of appli- 
cations for new business, each applica- 
tion bearing a gold seal and ribbon in- 
scribed with the words “Welcome 


Home.” 


_A. D. Bonnifield, manager of the 
Union Central Life in Kansas City, died 
unexpectedly there Oct. 7, while on a 
local golf course. Mr. Bonnifield had 
been warned by his doctor not to play 


because of trouble with his heart, and 
the game on Sunday was his first in 
six weeks. He had arrived at the fifth 
tee, when he was suddenly stricken, fol- 
lowing a long drive. He died in a few 
minutes. 


Mr. Bonnifield was very active in the 
work of the Kansas City Life Under- 
writers’ Association and the General 
Agents & Managers Club. He had 
been manager for the Union Central 
there for 14 years. 
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LIFE AGENCY.CHANGES 

















R. K. RICE GOES TO BALTIMORE 





Equitable Life of Iowa Makes Changes 
—Day to Specialize on Personal 
Production 





Rice Brothers, R. K. and P. B. Rice, 
have been appointed general agents for 
the Equitable Life of Iowa, with R. K. 
Rice in charge of the Baltimore office. 
P. B. Rice will continue his duties as 
general agent at Harrisburg, Pa., as for- 
merly. The brothers plan to carry on 
the program of development which has 
been maintained in the Harrisburg 
agency, where R. K. Rice served as so- 
licitor and district agent at Reading, 
Pa. 
Newell C. Day, who has represented 
the Equitable Life of Iowa since 1919, 
has resigned as general agent at Bal- 
timore to become a special representa- 
tive in that agency, in order to give 
his many clienfs the service which they 
deserve. Mr. Day will specialize in in- 
surance trusts and business and pro- 
gram .insurance. 





NEW MEN FOR ATLANTIC LIFE 





General Agency Appointments at Bir- 
mingham, Jacksonville and Laurel, 
Miss., Announced 





The Atlantic Life announces the ap- 
pointment of the following new general 
agents: E. D. Sampson, Birmingham, 
Ala.; J. 
H. S. Harris, Laurel, Miss. 

For the past 11 years, Mr. Sampson 
has been general agent at Washington, 
D. C., for the Connecticut Mutual Life. 
Previously he was superintendent of 
agents in Virginia for the Mutual Life 
of New York. He was also with the 
Home Life for a time in that state. 
His son, G. L. Sampson, will be asso- 
ciated with him in Birmingham, the 
name of the agency to be E. D. Sampson 
& Son. 

Mr. de Belle was formerly associated 
with the Letcher general agency of the 
Pacific Mutual Life at Jacksonville. 
Mr. Harris was formerly general agent 
for the Franklin Life of Springfield, II1., 


E. de Belle, Jacksonville, Fia.; | 





and previously with the American Bank- 
ers Life of Chicago in the same capac- 
ity. 





GOING TO PHOENIX MUTUAL 
Robert J. Williams Resigns as Associate 
General Agent of the Union 
Central Life 





Robert J. Williams, associate general 
agent of the Union Central Life at Cin- 
cinnati with General Agent John L. 
Shuff, has resigned to become connected 
with the Phoenix Mutual Life. Mr. 
Williams has gone to Hartford and will 
spend six weeks or so at the head office 
getting in touch with Phoenix Mutual 
methods, when he will probably be given 
a general agency or some important 
post. Mr. Williams is an Englishman. 
He located in New York and became an 
agent of the Equitable Life of New 
York. He then became associated with 
the Charles B. Knight agency of the 
Union Central in New York City. He 
was called to the home office in Septem- 
ber, 1926, and was made director of edu- 
cation. Mr. Williams, however, wanted 
to get into field work and on March 1 
of this year he assumed the position that 
he has just resigned. While connected 




















contract. 





Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


TO LIFE INSURANCE SALESMEN 


Who Are Looking for Top 
General Agency Contracts 


If you want a money-making con- 
nection, if you want a full and 
complete line of policies from 
ages 0 to 60—it will pay you to 
investigate our general agency 


We have splendid openings avail- 
able particularly in the following 


states: 
Kansas Missouri 
Nebraska Ohio 
Pennsylvania Arkansas 
Mississippi Alabama 


Write us for full details. 


UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 




















with the Knight agency he conducted 4 
training school for new agents. During 
his period with the Shuff agency he as- 
sisted in the office and also did field 
work. He has spoken before a number 
of insurance gatherings, as he is a man 








ROBERT J. WILLIAMS 


of powerful and forceful personality and 
has a splendid knowledge of his busi- 
ness. 

John L. Shuff, home office general 
agent of the Union Central Life, will 
not for the present appoint a successor 


to Mr. Williams. 


M. C. Sanders 
_Manly C. Sanders has been appointed 
district manager at Columbia, S. C., for 
the New England Mutual Life, his ter- 
ritory to include Richland and several 
other adjoining counties. For the past 
15 years he has been manager of the 








Columbia branch of the Fisk Tire & 
Rubber Company. 
W. J. Sheehy 


W. J. Sheehy has been appointed gen- 
eral agent of the Oregon Life at Port- 
land. Hitherto the company has writ- 
ten business in that city through the 
home office agency under the superin- 
tendent of agencies. Mr. Sheehy has 
been with the company 15 years and his 
elevation to the status of general agent 
has been made in recognition of his 
services. 





J. H. Thompson 
J. H. Thompson, formerly with the 
Metropolitan Life, has been given charge 
of the life insurance department of 
Seeley & Co. of Seattle, general agents 
for the Missouri State Life. 





Sam L. Haynes 

Sam K. Walton, general agent of the 
Union Central Life at Oklahoma City. 
has resigned on account of continued 
physical disability. Sam L. Haynes, 
who has been connected with a Colum- 
bus, O., agency, has been appointed to 
succeed him. Mr. Haynes is a son of 
former Auditor E. D. Haynes of the 
Union Central. He has been connected 
with the Columbus agency for about 10 
years. 'He was formerly general agent 
at Vincennes, Ind. He was also con- 
nected with the Union Central at Wash- 
ington C. H. and Canton, O. Superin- 
tendent of Agents Charles Hommeyer 
went to Oklahoma to arrange for the 
change. 





Montana Life Appointments 

The Montana Life has appointed W. 
J]. Harger general agent at Eugene. 
Ore. Mr. Harger formerly represented 
the district for the Capitol Life but 
resigned from that company a year ago 
to go to Oakland, Cal. 

Charles Gilson, who has been agency 
supervisor in California for the com- 
pany, has become general agent at Sac- 
ramento. The local agencies already 1” 
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Child’s Educational Endowment Policy 

All parents are ambitious for the future 
welfare of their sons and daughters. Educa- 
tion is the foundation upon which hopes for 
the future greatness of their descendents are 
based. They realize that without an educa- 
tion chances for a brilliant future are ex- 
tremely limited. All parents INTEND to 
keep their children in school until they 
graduate. Ninety per cent of these parents 
INTEND to provide their children with a 
college education. Statistics compiled by 
the Federal Bureau of Education at Wash- 
ington show that this is exactly what 
happens. 

Of the 1,000 childrén entering First 
Grade, practically 

1,000 will reach the Fifth Grade 

830 will reach the Sixth Grade 
710 will reach the Seventh Grade 
634 will reach the Eighth Grade 
343 will enter High School 

246 will reach the Second Year 
181 will reach the Third Year 
150 will reach the Fourth Year 
139 will graduate from High School 
72 will enter various Colleges 
52 will become Sophomores 

39 will become Juniors 

30 will become Seniors 

23 will Graduate 

We find that the parents of 100 children 
INTENDED to give them a college educa- 
tion. We also find that the good intentions 
of the parents of 977 came to naught. The 
principal cause of failure to provide college 
education is lack of funds at the time the 
student reaches college age. 

This money can be provided by the 
“Greatest Father in the World,” Life In- 
surance, as presented in our Child’s Educa- 
tional Endowment Policy maturing at the 
age of 18. Under this plan the educa- 
tional fund is guaranteed whether the parents 
live or not. 

To illustrate this policy, we will suppose 
that the Nominator, as the parent or guar- 


dian is termed, is 30 years old and the little 
child is 3 years old. The annual deposit re- 
quired to create a fund of $1,000.00 when 
the child reaches its 18th birthday would be 
$46.20 deposited annually for a period of 15 
years. 

The policy carries the following provisions 
which would apply as follows in the above 
case. If the Nominator and child both live 
until the child reaches its 18th birthday, the 
total amount of deposits will equal $693.00, 
showing a gain on the money invested of 
$307.00 or almost 45%. The annual rate of 
compound interest is better than 4%. 

In the event of the death of the child, the 
purpose of the policy would be defeated, be- 
cause it was taken for the sole purpose of 
providing an education for the child, there- 
fore, all premiums paid to the Company plus 
3% compound interest, would be returned 
to the Nominator. 

If for any reason the policy is lapsed (dis- 
continued), there is a Cash Surrender Value 
which is available, even for the First Year. 
These Cash Values increase year by year, 
and when the policy has reached its sixth 
year, the Cash Surrender Value is equal to 
the return of the premiums paid and an in- 
terest earning besides. 

The third and probably the most attractive 
feature of this policy provides that should 
the Nominator die during this premiums pay- 
ing peried, no further annual premium de- 
posits would have to be made, and the child 
receives the face value of the policy— 
$1,000.00 in the above case—upon reaching 
its 18th birthday, thereby abselutely guaran- 
teeing to the child the desired fund for a 
completed education whether the Nominator 
lives to complete the payments or not. 
Another Pan-American Agent 

Wins Weekly Production Honors 

It is with pleasure that we announce that 
Mr. I. D. Redmond of the New Orleans 
Agency has been awarded the first degree 
emblem for consecutive production by the 
International Weekly Production Club spon- 





sored by the Insurance R & R Service. Mr. 
Redmond is thé second member of this 
Agency and the second in the Pan-American 
organization to qualify for this honor. 

We congratulate Mr. Redmond upon hav- 
ing achieved this honor. It is an accom- 
plishment of which he may well be proud 
for hundreds of thousands of agents live and 
die and never touch even so small a record 
as twenty-five weeks of consecutive produc- 
tion. 


Hoo! Will be President Contest 


The Wallace and Phillips Agency of Mont- 
gomery, Alabama, is getting more and more 
of a well merited reputation for staging 
unique contests. Now they have seized upon 
the coming presidential election as an idea 
with which to stimulate interest 

The entire agency organization has been 
divided into two parties. Each dollar's 
worth of delivered business will count as one 
vote. And on accident and health business 
each $20.00 will count as the equivalent of 
$1,000 of life insurance or 1,000 votes. 

At the close of the contest, the party hav- 
ing the greatest number of votes will be de- 
clared the winner and the agent having the 
greatest number of votes belonging to the 
winning party will be declared “President.” 
The next highest will be ‘“‘Vice-President” 
and so on down the line for the positions of 


“Secretary of State," “Secretary of the 
Treasury,” “Secretary of War,” “Attorney 
General,”’ “Postmaster General,” “Secretary 


of Navy,” “Secretary of the Interior,” “Sec- 
retary of Agriculture,” ‘Secretary of Com- 
merce,” and “Secretary of Labor.” 

To the “President” and “Vice-President” 
elected will be awarded a trip to the home 
office with all expenses paid and to the mem- 
bers of the Cabinet will go a lump reward 
of $50.00 which may be divided as the 
members see fit. 

The contest started Monday, August 27, 
and will close November 1. Following the 
close of the contest, a luncheon meeting of 
both parties will be held at which time sev- 
eral of the home office officials will be pres- 
ent to award the prizes. 


Specialize on Children 

Mr. Ernest E. Curry and Mr. F. H 
Schindler of the New Orleans Agency de- 
vote practically all of their time to selling 
children. The father or mother is usually 
very eager to do anything to protect the 
welfare of their babies and Mr. Curry and 
Mr. Schindler find this source of business a 
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very valuable one. In a recent checkup on 
11 calls these gentlemen made, 9 proved to 
be worthless, but two proved to be very 
good. The fathers of these two babies were 
sold a total of $11,000 of insurance with 


‘premiums of $326.91 and commissions of 


$161.76. One of the fathers gave these 
agents a lead which resulted in $3,000 of 
insurance with premiums of $74.30 and com- 
missions of $42.90. Therefore each one of 
the 11 cards or prospects called on was 
worth $18.60 from a co ission standpoint, 
whether or not they bought insurance. As 
shown by the record of Mr. Curry and Mr. 
Schindler, it pays to see the babies. 





Our Cleveland Agency 

The Insurance School inaugurated at The 
Arthur Fisher Agency is proving a great 
success. The agents attend these meetings 
promptly every morning and have found that 
the hour spent is very beneficial. 

The advantage of this work so far has 
been in schooling the agents as to proper ap- 
proach and a general leading-up to the mat- 
ter which they wish to discuss, in other 
words—INSURANCE SERVICE. 


Uses Endless Chain System 

Here is the record of Mr. Rene A. Curry 
of the New Orleans Agency. First he called 
on the Baby’s Daddy and sold him a policy, 
not only for the baby but for the baby’s 
older sister. The father also bought a policy 
for his wife. He sent the agent to see his 
sister—and then another sister—and the sis- 
ter’s husband. And in order to make the 
circle complete, Mr. Curry wrote this man's 
little brother. Seven policies in one family 
and as the results of following up one baby. 


Pan-American Service 

Educational Course. 

Sales Planning Department. 

Unexcelled Life Policies. 

Child's Educational Endowment. 

Combination Life, Accident and Health 
Policy 

Substandard Insurance for Under-Average 
Lives 

Group Insurance. 

All forms of Accident and Health Insur- 
ance. 


We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 


E. G. SIMMONS, 
Vice-President and General Manager 
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keep rolling in your 
Community’s circle. 
From the insured to you 
—to your local bank—to 
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22 
that district have been transferred to | 
him. 

A. E. Keithley, formerly state man- 


ager in Colorado for the Western Union, 
will handle the same territory for the 
Montana Life. His headquarters will 
be at Denver. 





Green H. Dale 


Green H. Dale, formerly manager for 
the International Life at Oklahoma City, 
has joined the Guaranty Life of Dav- 
enport as manager in Oklahoma and 
adjoining states. He has been an out- 
standing figure in the southwest for 20 
years and his agency last year produced 
nearly $5,000,000 in business. 





Imperial Life Appointment 
E. H. Pooler has resigned as manager 
of the Toronto uptown branch of the 
Imperial Life, to open his own office as 
special representative for the company 
in Toronto, where he wilt specialize in 





business and estate insurance. W. 
Reburn, formerly chief inspector of 
branches for the company, takes his 
place. 

Guy D. Doud 


THE NATIONAL 


ters in Des Moines, and district offices 
in several Iowa cities, has named Guy 
D. Doud head of the Davenport, Ia., di- 
vision. Mr. Doud was for many years 
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general agent at Davenport for 
Provident Mutual Life. The Davenport 
division will cover territory in eastern 
lowa and western Illinois. 


the | 
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SLOWING UP IN SEPTEMBER 





| 


Most of the Life Offices in New York | 
City Report One of Quietest 
Months of Year, So Far 





NEW YORK, Oct. 11.—September 


| saw a slight slowing up in life insurance 


business in New York, most offices re- 
porting one of the most quiet months 
of the year thus far. <A few offices 
made gains, some few notable ones, but 


| on the whole, business just held its own 


The Sun Life of Canada, which recently | 


opened an Iowa division with headquar- 


as compared with last September, in 
some cases sizeable decreases being 
shown. The total for the year to date is, | 
of course, still well ahead of last year, 
probably 20 percent on the average, for 
the September total did not affect the 
huge gains made in earlier months. 

The C. B. Knight agency of the 
Union Central maintained its lead, pay- 
ing for $3,000,000, but the R. H. Keffer | 


agency of the Aetna Life jumped into 
second place, very nearly ‘approaching 
the Knight agency in paid business and 
reporting a huge total of written busi- 
ness which promises a large October. 
Beers & DeLong of the Mutual Benefit 
were a close third and Ives & Myrick 
of the Mutual Life of New York a close 
fourth, J. Elliott Hall of the Penn Mu- 
tual being a close fifth. These five agen- 
cies stood well in the lead of all others. 
Leading Agencies Compared 


The C. B. Knight agency reported a 
September total of $3,000,000, bringing 
its paid volume for the year to date up 
to $30,546,277, which is $700,000 ahead 
of the volume to date last year. 

R. H. Keffer paid for $2,871,150, 
bringing his total to date up to $24,242,- 
092. This is a new agency, so that there 
no comparison with last year, but 
Mr. Keffer has rapidly built it to first 
rank proportions. In September there 


is 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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was a drive in his honor and the agency 


wrote $6,184,200, which indicates that 
October will be a big month in paid 
business. 

Beers & DeLong, Mutual Benefit 


general agents, paid for $2,654,875 in 
September, an increase of $375,000 over 
last September, bringing the year to 
date total to $23,235,000, a gain of $2,- 
260,000 over the year to date last year. 
Drop for Month, Ahead for Year 


Ives & Myrick, Mutual Life general 
agents, paid for $2,536,406 in September, 
compared with $3,540,026 a year ago, 
but their year’s total is still $4,000,000 
ahead of last year. The nine months’ 
total is $33,413,727, compared with $29,- 
539,670 in 1927, 

J. Elliott Hall of the Penn Mutual 
paid for $2,532,920 in September, a gain 
of $731,000 over the $1,801,689 of last 
September. The year to date total is 
ot 


$26,769,670, a gain $5,463,500 over 
last year. : 
Peter M. Fraser of the Connecticut 


Mutual paid for $1,536,000 in Septem- 
ber, compared with $1,200,000 last Sep- 
tember, the total to date of $18,000,000 
being $3,000,000 over last year. 

The J. C. McNamara agency of the 
Guardian increased its business, show- 
ing a paid-for total of $1,004,000. Its 
year to date total $12,400,456, com- 
pared with $9,726,264 last year. 


is 


Some Show Satisfactory Gains 


Keane & Patterson of the Massachu- 
setts Mutual showed a 10 percent gain. 
Frank Pennell of the State Mutual in- 
creased his business, jumping into the 
lead in his company. Wells, Meisel & 
Peyser of the National Life of Vermont 
paid for $574,000 in September, bringing 
its total for the year up to $5,200,000. 
James P. Graham, Jr., of the Aetna Life 
in Brooklyn, doubled his last year’s 
September. His total for the year is 
about 10 percent ahead of last year. 


TALKS ON INSURANCE TRUSTS 





John A. Stevenson of Penn Mutual Life 
on Philadelphia Round Table 
Program 

PHILADELPHIA, Oct. 11.—“Life 


insurance companies no longer take the 
attitude that they are selling their birth- 
right when they recommend that a trust 
company shall administer life insurance 
funds rather than the insurance com- 
pany itself. Both life insurance com- 
panies and trust companies concede that 
the services rendered by each facilitate 
in carrying out the plans of the assured,” 
John A. Stevenson, Philadelphia agency 
manager of the Penn Mutual Life, 
stated in his address at the quarterly 
dinner forum of the Life Trust Round 
Table last week. 

“The trust companies,” he said, “have 
accomplished astounding results along 
the lines of estate conservation through 
insurance trusts. The life insurance 
world is also anxious to do its part and 
is bending its energies toward equipping 
insurance representatives for the type 
of service they must render in a satis- 
factory manner to the client and trust 
company.” 


Other speakers at the dinner were 
Joseph R. Reese, chairman of the life 
trust educational course; L. A. Mer- 


shon, vice-president United States Mort- 
gage & Trust Company of New York, 
and Carl W. Fenninger, vice-president 
Provident Trust. George Wharton Pep- 
per, former United States Senator, acted 
as toastmaster and E. J. Berlet was the 
presiding officer. The dinner had a 
large attendance and officials from most 
of the Philadelphia companies were 
present. 


Appoint Trust Insurance Counsel 


The appointment of Charles Henry 
Taylor as special counsel on trust in- 
surance is announced by Harvey Weeks 
of Buffalo, in charge of the western 
New York agency of the Provident Mu- 
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tual Life of Philadelphia. Mr. Taylor 
also will be associated with the firm of 
John L. Tiérnon of Buffalo in general 
insurance, 





Metropolitan Syracuse Meeting 


Two hundred members of the $100,000 
Club of the Metropolitan Life were 
guests at a dinner in Syracuse, N. Y., 
as a feature of the annual conference of 
district managers and assistant managers 
of central New York. 

_J. V. Gregory, superintendent of agen- 

cies, opened the conference with an 
address to the managers and assistants, 
defining the permanent sales policy re- 
cently adopted by the company. 

F. O. Ayres, 
was principal speaker. He outlined the 
program of which agents will be 
expected to follow. The first goal, he 
said, is a minimum of $50,000 a year in- 
surance for each agent. 


second 


ade 
Ssaies 


Opens Brokerage Business 


A. Raymond Long, has been 
general agent of the Connecticut Mu- 
tual Life at Harrisburg, Pa., for the last 
four years, has resigned to open a gen- 
eral life insurance brokerage business 


who 


in that city. 


the Connecticut Mutual for 12 years. 


Round Table Meets 


Only 60 percent of those needing 
wills have them, John A. Reynolds, vice- 
president of the Union Trust Company 
of Detroit, told members of the life in- 

) 


} 


surance round table of Philadelphia last 
week. He cited the other 40 percent as 
prospects for life underwriters in se- 
life insurance 


necessity of wills being 


trusts. 


curing additional 
He also told the 


vice-president, | 





Mr. Long has been with | 


successful. More than 100 life 
insurance writers from a dozen central 
Ohio counties attended. H. Peter Grav- 
engaard of the Aetna Life, president of 
the Columbus Association of Life Un- 
derwriters, was the instructor. He is 
widely known as a life insurance writer 
and lecturer. The committee in charge 
of the arrangements for the school was 
headed by Stephen R. Fraher of the 
Massachusetts Mutual. 


nently 


Revoke Detroit Agent’s License 

Revocation for one year of the licenses 
of Irwin F. Strehlke, Detroit life in- 
surance agent, was the disciplinary ac- 


tion taken by the Michigan insurance 
Gaepartment last week after full con- 
sideration had been’ given to charges 


brought out at a hearing in the depart- 


ment office several weeks ago. N. E. 
Glassbrook, Lansing state manager of 
the Ohio National Life, is understood 
to have been principal complainant. 


Strehlke was declared to have neglected 


to make accounting of funds advanced 
to him or collected by him and 
was said to have asked for a 
receivership, listing as some of his 
liabilities those incurred through insur 
ance company advances. Certain funds 


Ivanced ¢ 1 ' Cn 
advanced to handle specinc agency ex 


|} penses were used by Strehlke to pay 
personal debts, it was claimed. In ad 
dition to the Ohio 


drafted correctly for purposes of inher- | 


itance tax economy. 





Columbus School Great Success 


fe insurance school held 
was emi- 


ron s 
The week's 


1j 
i 
last week in Columbus, O., 


National Lit 





Strehlke had licenses for the Secur 
Mutual, Connecticut General, Conn 
cut Mutual and Interstate Business 
Men's. 
Day & Cornish Meeting 

Agents of the Day & Cornish agency 
of the Mutual Benefit in Newark, N. J.., 
gathered at the Canoe Brook Country 
Club last week for their annual meet- 
ing, with John C. MiNamara, New 
York general agent of the Guardian 
Life, Otis M. MacMillan of New York, 


Ir., manager 
of the Life 
Bureau, Clay 


Hamlin, an agent for 


| company, 
| vice-president of 
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rhnurman, 


company, as 


Oliver 
the 
addition to 


and agency 


the 
_" 
generai 


sneake ; the 
peakers in the 


agents John Clayton of the agency 
pre sided at the sessions. Robert B. Cor 
nish welcomed the men and 


nis agency, 


1928 will be a record year in t 


which is the company’s leader through 


said that agency work 


inspirational 
| the opportunities in 


out the country. He said that one 
agent has written well over $500,000 in 
the first eight months. Mr. McNamara 


spoke on prospecting and Mr. Holcombe 
outlined modern efficiency methods in 

Mr. Thurman gave an 
talk in conclusion, citing 
the business today. 
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COURT CHANGES BENEFICIARY 


Holds That Its Duty Is to Assist in 
Carrying Out Intent of Policy- 
holder 


In ordering the Modern Woodmen of 
America to pay to Mrs. Mary E. Michel- 
sen the full amount of a policy that her 
husband had originally taken out with 
children by a former bene- 

although he had not lived long 
enough after he had made application to 
change the certificate so as to make her 
the beneficiary, the Nebraska Supreme 
Court says the courts will attempt to de- 


1at the intention of the policy- 


wite as 


nciaries, 


der was and then decree to be done 
that which ought to be done to give et 
ect to that intention. 

It might well happen, it says, in these 
days of the automobile, that the bens 

iry might be killed and the policy 

der fatall njured n one a ide 
ind the courts were to require tha 
i man must live long enough to get his 
policy changed as in his dying oments 


the 








LOoOmMmeLk il t i 
. ght be seized upon in judg 
n » other party to the accident 
Credit Reporters to Meet 
Members of the Chicago staff of the 
Retail Credit Company, a few members 


of the Milwaukee staff, and Chicago in- 
surance men representing fire, casualty 


and life, will attend a meeting in the 
LaSalle hotel, Chicago, Friday evening 
this week. The purpose of the meeting 


is discussion of the problems of the 
inspection company and the insurers. 
W. C. Hill, Atlanta, vice-president of 
the Retail Credit, will be present and 
will address the gathering. 


Honor W. T. Van Altena 


Agents in the Paul Kremer general 
agency for Penn Mutual Life in Mil- 
waukee held a dinner party recently 
for William T. Van Altena, one of their 
associates He is going to the genera! 
agency at Oakland, Cal., as agency su- 
pervisor for John P, Davies, also for- 

erly of Milwaukee Mr an Itena 
was presented with a cigarette case 





Wins Production Honors 
agency in 
Chicago won the personal production 
l rs the Equitable of lowa in 
September with a paid-for production 


R. J. Griffin of the Lininger 


ot $105,000 





McCaughey Agency Meeting 


ry \\ | McCaughey gene ral agency 
r Northwestern Mutual Life at Racine, 
Wis held a two-day 1wency neeting 
Oct. 5-6 under the direction of Mr. 
McCaughey \ dinner was held Friday 
I t, at which W. Ray Chapman, as- 
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BUSINESS IS GOOD | 


Farmers National Life 


Insurance Company 


Executive Office: 3401 Michigan Ave. 


E. W. Merritt, Jr., President 
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ENTHUSIASM 


The genius of real service is sincere en- 


thusiasm. 


The enthusjasm of the Equitable Life In- 
surance Company of Iowa is a down-deep 
determination to do more for our policy- 
holders and more for our field force. To that 
end we are constantly adding new services to 
policyholders—new sales equipment for our 
field force. 


The Equitable Life of Iowa believes that 
enthusiastic service consists of doing more 
than those you serve have a right to expect. 





Founded: 1867 


Home Office: Des Moines 
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Life Health Accident 





Outro - Inprana - Micuican - Kentucky - PENNSYLVANIA 
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Tell it all in first letter 








THE OHIO STATE LIFE INSURANCE 


COMPANY—Columbus, Ohio 
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sistant superintendent of agencies, ad-| families and policyholders in the 
McCaughey | pany. 


dressed the agents. Mrs. 
was the other speaker on the program, 
her talk being directed: to the wives of 
the agents, who were guests. 





Cowan Agency Meeting 
James 


j M. 
northeastern 


the 
the 


of 
ot 


Cowan, 
Illinois 


manager 
territory 


week at a one-day meeting of 100 dis- 
trict and local agents and managers at 


Rockford, Ill. Victor C. Plummer, 
Rockford manager, was in charge of 
details of the program and entertain- 
ment. Vice-president M. J. Cleary and 


Roger Clark, assistant superintendent of 
agencies, were the principal speakers. 





Northwestern Agents Gather 


i 5, 
Mutual Life at 
Moines was one of the principal speak- 
ers on the program of the southwestern 
Iowa agency meeting held last week at 
Council Bluffs, Ia. 

More than 50 agents from Creston, 
Red Oak, Clarinda, Audubon, Atlantic, 
Bedford and Council Bluffs were pres- 
ent together with members of their 


| 


Hughes, general agent for the | 
Des | 


| 
| 


com- 


Other speakers on the two day pro- 
gram included Fable Wright, general 
agent at St. Louis, and Irving Poindex- 
ter, assistant superintendent of agents. 





Takes Over Eureka Reserve 
Some $4,000,000 worth of business of 


- -— | the Eureka Reserve Life of Muskogee, 
Northwestern Mutual Life, was host last | the » ip Bee 


Okla., has been taken over by the Na- 
tional Fidelity Life of Kansas City, it 
has been announced by Commissioner 
Jesse G. Read of Oklahoma. The trans- 
action will not become final, however, 
until the Missouri insurance commission 
approves the deal, Mr. Read said. The 
Muskogee company had a capital of 
$50,000, and operated on a stipulated 
premium plan. 





C. A. Stone Makes Record 


Charles A. Stone, a member of the 
agency force in the Herman Hintzpeter 
general agency of the Mutual Life oi 
New York in Chicago, has made a rec- 
ord of paying for some business in the 
company for 425 consecutive months 
He entered the life insurance business 
with the Mutual Life in Chicago 35 
vears ago. He is 67. 











' IN THE SOUTH AND SOUTHWEST 





PAROL EVIDENCE NOT ENOUGH 





Age Not in Application for Policy, so 
Give Judgment in Louisiana 
Court 





In Whitmeyer vs. Liberty Industrial 
Life, Supreme Court of Louisiana, 117 
So. 268, the defendant issued a policy 
on the representation that insured was 
49 years of age. The insured died and 
the defendant denied liability on the 
ground that the insured was more than 
50 years of age and that for this reason 
the policy was void. 

The beneficiary filed suit, and the de- 
fendant attempted to prove by parol 
evidence that the age of the insured 
had been misrepresented. By the ‘Lou- 
isiana statute representations of this 
kind were required to be produced in 


| a written application before they could 


be relied upon by an insurance com- 
pany. The defendant did not have any 


| written application of the alleged mis- 


representation. 

On the state of facts the trial resulted 
in a judgment in favor of the bene- 
ficiary. On appeal the higher court in 
affirming this judgment, said: 

“In the absence of clear proof of the 
loss or accidental destruction of the ap- 
plication, that the statement relied 
upon, in defending the suit, must be 
shown by the production of a written 
application containing it. No such ap- 
plication was offered in evidence. 

“The parol evidence, offered to show 
it, was not only insufficient, but was 
inadmissible. It therefore follows that 
the statement attributed to the applicant 
for the policy, as to the age of the in- 
sured, has not been proven. Without 
proof that such a statement was made, 
the.defense that the statement was false 
. For these reasons, the judg- 
ment under review is affirmed.” 





Charter Southern Old Line Life 


The charter of the Southern Old Line 
Life of Dallas, capital stock $29,500, was 
approved Saturdav by Assistant Attor- 
ney General Fuller and filed in the 
Texas insurance department. The incor- 
porators are: C. C. Slaughter, J. C. 
Everett, G. J. Carter and J. Hart Willis. 





Crocker in Little Rock 


Walton L. Crocker, president of the 
John Hancock Mutual Life and a di- 
rector of the United States Chamber of 
Commerce, was in Little Rock, Ark., 
last week, accompanied by Dr. Edwin 








H. Allen, chief medical director, and EI- 
bert H. Brock, vice-president. While in 
Little Rock they were guests of John 
C. Eakin and Robert M. Williams, gen- 
eral agents of the company. Mr. 
Crocker went from Little Rock to Hot 
Springs to attend the directors’ and 
counsellors’ meeting of the United 
States Chamber of Commerce Oct. 


5-9. 





New Alabama Company 


The All-States Life of Montgomery, 
\la., has taken out papers of incorpo- 
ration and will soon be qualified to do 
business in its home commonwealth. 
The total authorized capital is $500,000, 
of which $100,000 will be paid in when 
the corporation begins business. 

The officers of the company are: 
Richard M. Hobbie, president: Arthur 
Pelzer, vice-president; Henry M. Hob- 
bie, treasurer; Ralph D. Quisenberry, 
secretary, and Dr. George E. Blue, med- 
ical director. The officers and Fred 
Soloman and Frank McPherson com- 
pose the board of directors. 





To Hold Managers’ School 

The Life Insurance Sales Research 
Bureau will hold a managers’ school at 
Houston, Tex., Oct. 15-18. This is the 
first time the bureau has held a session 
in Texas. The Seaboard Life and the 
Great Southern Life are enrolling their 
entire supervisory staffs in the school. 





| PACIFIC COAST FIELD 








ELIANCE LIFE AGENTS MEET 
embers of Northern California Agency 
Guests of Company in San 
Francisco 


R 


= 





SAN FRANCISCO, Oct. 11.—Mem- 
bers of the northern California agency 
of the Reliance Life were guests of the 
company at an agency luncheon here 
Friday. J. F. Jeha, supervisor of the 
department, presided over the meeting, 
which was characterized by inspirational 
and educational addresses. 

At the luncheon Angus Allmond, 
superintendent of agencies, introduced 
H. F. Sleeper, a member of the 
company’s force from 1913 to 1926. Mr. 
Sleeper gave those present the benefit 
of his years of experience as a Reliance 
man before he resigned to enter the 
stock and bond business. His address 
was entitled “Reliance Life in Northern 
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California.” 
agent at Oakland, spoke on 
Compensations in Life Underwriting.” 
\. J. Adams, southern California super- 


“Some 


visor, discussed “The Increased Possi- | 
bilities of Life Insurance Through the | 
Aid of Perfect Protection.” Mr. All- | 
“Facts of Interest to Every | 


mond gave 
Perfect Frotection Man.” The meeting, 
at which more than 70 were present, 
closed with an address by Mr. Jeha on 
“Getting Results.” 

During the luncheon R. C. O'Connor, 
agency organizer of the Oakland office, 
presented Mr. Jeha with 66 applica 
tions for a total of $140,000. written in 
the Bay territory during the preceding 
six days in honor of his completion of 


two years as supervisor of the northern | 


| ACCIDENT 


California territory. 

Several outstanding producers were 
present, among them L. T. Ward of 
Fresno who, although in the life insur- 


ance business for less than threé years, | 


has a record of 92 consecutive weeks of 


production, averaging from 15 to 25 | 


policies each month. 


Pacific Northwest Appointment 

The Pacific Northwest Insurance 
Agency of Seattle, has been appointed 
general agent for the life and accident 
departments of the American National 
of Galveston, in Washington, Idaho and 
Oregon and for the accident department 
in California. 


Officials Visit Los Angeles 


Thomas L. Parkinson, president of 
the Equitable Life of New York, was 
in Los Angeles last week to attend a 
luncheon meeting of the southern Cali- 
fornia agency force, going directly from 
Del Monte, where the regional educa- 
tional conferences of the Equitable was 
held. He was accompanied by Frank 
L. Jones, vice-president; William Alex- 
ander, secretary; W. J. Graham, vice- 


president, and A. G. Borden, vice-presi- | 
dent. Approximately 300 agents and | 


their wives attended, representing the | ©O™P@" with which he is identified. 


D. O. Colegrove, general | 


THE NATIONAL 


UNDERWRITER 








combined field organization of the 
George A. Rathbun and the Kellogg 
Van Winkle agencies of Los Angeles. 
Following the luncheon, at which brief 
talks were made by the various officers 
of the company present, the party of 
home ofhce officials lett directly tor 
New York 


Agency Honors E, H. L. Gregory 


E. H. L. Gregory, general agent of 
the Aetna Life in San Francisco, was 


pleasantly surprised on returning to his 


office last week to find that during his 
absence Assistant General Agent Clark 


A. Moore had conducted an “election 
contest” among the members of the 


> 41 -_ ‘ 
agency. Run on strictly election lines 


except that the “voters” were urged to 


“stuff the  ballot’—each application 
counted for one vot Charles E. 
O’MalleVY “voted” the most times in 


point of volume, with Philip Gardner 


leading in number of applications s« 


cured 
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MANAGERS MEET 


Department Get-Together Meeting Held 
by Commercial Casualty of 
Newark 


NEWARK, Oct. 11. 


The second an- 


| nual get-together meeting of the acci- 
dent and health department of the Com- | 


mercial Casualty was held Monday and 
Tuesday, some 40 managers from all 
sections of the country being in attend- 
ance. 


open forum was held at which the plans 
of the company and the problems of the 
field men were frankly discussed, the 
being supplemented 
with entertainment features. 


business sessions 


L. L. Burdick Star Producer 


L. L. Burdick of Boston is the star | 
producer of the accident and health de- | 


partment, the premiums of his agency on 
the class running close to $100,000 a 


year. Though but 28 years of age, Mr. | 
3urdick has made an enviable reputa- | 


tion for himself and is a credit to the 


Under the direction of F. W. | 
Jenjamin, manager, and P. G. Garey, | 
| assistant manager of the department, an | 


NEW ACCIDENT MANUAL OUT 


Bureau Raises Rate for Occupations 
Where Automobile Is Used 
Extensively 


The new accident manual of the 
Bureau of Personal Accident & Health 


Underwriters, just issued, carries a gen- |} that death was not due to the attack of 


eral readjustment of occupations and an 


|increase of 20 percent in the rate for 


those occupations where the automobile 
is used. The new manual is expected 
to go into effect not later than Jan. 1. 
The new manual designates the vari- 
ous classes in alphabetical order instead 


of by names and numerals. A distinction 


is made between Class A and Class B 
risks which, under the old manual, as 
select and preferred risks, carried the 
same basic rate of $5. 


Class A risks are still at $5 basic rate 


with Class B at $6, Class C at $7 and 
Class D at $8.50. 


The alphabetical lettering is also used 
in numbering the pages of the manual 
so that substitute pages can be printed 


without upsetting the entire system. 


The risks where the rate is increased 


are noted in the following paragraph: 


The changes in occupations likely | is 


25 


~~ 


to be affected by use of the automobile, 
and which will take an increased rate, 
are: 

Commercial travelers and manufac 
turers’ agents in Class B; physicians, 
surgeons and dentists in Class C; insur- 
ance agents, sole occupation, Class A; 
brokers or agents, Class C; auto acces- 
sory merchants (not repairing), Class D; 
auto salesmen and dealers, Class C; 
auto repairmen, Class F; auto tire deal- 
ers (not repairing), Class D; auto 
garage proprietors (not repairing), Class 
E, and filling station attendants Class E. 


Ptomaine-Accident Suit Filed 
LINCOLN, NEB., Oct. 11 The Travel- 
s has been sued for $30,048 by Mrs. 
Snell, widow of N. Z@ Snell, 
founder and president of the Midwest 
Life of Lincoln, who died a little over a 
year ago Suit is on a policy issued in 
1912 which covered death from accident 
while engaged in traveling Mrs. Snell 
alleges that his death was the result of 
ptomaine poisoning while he was travel- 
ing on the steamboat Finland from San 
Francisco to New York on March 31, 
1927. One clause in the contract covered 
accidental death from poisoning. The 
company denies any liability, claiming 


ptomaine poisoning five months before, 
but to natural causes. 


Offers New Aviation Policy 


The Independence Indemnity announces 
an addition to its aviation coverage in 
the form of an “aviation accident policy’ 

for daylight flying only.” This policy 
provides indemnity for the loss of life, 
limbs, or sight. 


The schedule of indemnity provides 


| $2,500 for loss of life; $2,500 for com- 
| plete loss or dismemberment of both 


hands, both feet, one hand and one foot, 
or entire loss of sight of both eyes, It 
pays $250 for loss of one hand or one 
foot, and $750 for the loss of one eye. 
Not more than four policies of this form 


;} are to be issued in the name of the same 
|; person for the hazard during the same 
| flight 


This policy will not cover any person 
under 18 years, or any person over 665, 
specifically designed to cover the 





Indemnity. 


basis. 





in the State of Minnesota. 
agency, then here is your opportunity. 
and non-forfeitable renewals. 


from nearest age 10 to nearest age 60. 


Our policies are fair and liberal, the net cost on a low, competitive basis. 
are written with or without Total and Permanent Disability, 


MINNESOTA 


E are now ready to offer to acceptable men Direct Home Office General Agency Contracts 
If you feel you are capable and qualified to develop a real 
Our contracts provide for liberal first year commissions 


Premium 


Thirty-two years of experience with Monthly Payment plans has taught us that installment buy- 
ing is here to stay. Every policy issued by this company may be sold on the monthly installment 
Our $1.00 a Month Policy gets the business where others fail. 
short non-medical application, to children from six months to nearest age 9, and the adult form 
Why not investigate? Write direct to the Home Office. 


Serve and Succeed With The 


Springfield Life Insurance Company 


SPRINGFIELD, ILLINOIS 


A. L. HEREFORD 


President 


C. HUBERT ANDERSON 


Superintendent of Agencies 


All Standard Policies 
Waiver and Double 


It is issued on a very 














THE NATIONAL 


MERICAN LIFE 
INSURANCE CoO. | 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 128 N. Wells St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








MORTON BIGGER BERT H. ZAHNER 
waned A. C. BIGGER eccitaiaeeel 
Cc. W. SIMPSON Poeritont MERLIN OATES 
Medical Director Actuary 








UNDERSTANDING - APPRECIATION 


The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 
ciation of the Agent’s problems, may mean a barren relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 
—these are things that count. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office Ralph H. Rice, President Kansas City, Mo 




















UNDERWRITER 
hazard of daylight flying only, and af- 
fords protection only within the United 


States, and American territorial waters, 
limited to five miles off-shore. The com- 
pany has prepared the following riders, 
each of which calls for an additional 
premium: 

1. Weekly indemnity rider for $12.50. 


2. Thirty-minute flight rider for 
policy of $2,500. 
3. Night flying rider. 


May Have New York Meeting 


J. W. Scherr, president of the Inter- 
Ocean Casualty, who is chairman of the 
executive committee of the Health & 
Accident Underwriters’ Conference, has 
interrogated members of the committee 
as to the desirability of holding a meet- 
ing of the committee in New York City 
during the big convention week there 
Dec. 10. The National Convention of 
Insurance Commissioners will meet at 
the Hotel Astor that week as will the 
Association of Life Insurance ° Presi- 
dents, Insurance Federation of America 
and other insurance bodies. 


New Kentucky Company Approved 


The Kentucky secretary of state has 
approved the articles of incorporation 
of the Atlas Life & Accident of Camp- 
bellsville, Ky. The company is capital- 
ized at $100,000 and the incorporators 
are M. W. Tucker, T. O. Morton, Abel 
Harding and E. N. Gross. Messrs. 
Tucker and Harding have been active 
in the insurance field at Campbellsville 
for some time. 


Dallas Company Increases Capital 


Approval has been given by Assistant 
Attorney General Fuller of Texas to an 





amendment to the charter of the Uni- 
versal Life & Accident of Dallas, in- 
creasing its capital stock from $50,000 


to $60,000. 


“Ohio State Contest Winners 


The Ohio State Life has just closed a 
contest in the health and accident divi- 
sion in honor of Superintendent of Agen- 
cies R. S. Fisher, the winners in which 
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WANTED EXPERIENCED SALESMEN 





William A. Watts, President 


Merchants Life Insurance Company 


Des Moines, Iowa 








Choice Territory 
© Full Line of Policies — Ages 0 to 60 


Top Commissions to 


MEN WHO PRODUCE 








Recruits Needed 


“ALL FOR ONE, ONE FOR ALL” 


A Mighty Host, Fighting for the Protection 
of a Man’s Most Valuable Asset—HIS LIFE 


Write Today 
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were F. H. Hertel, Columbus; Ben Roth- 
stein, Cincinnati; William E. Quigley, 
Lorain; E. C. Durnell, Bellefontaine, and 
J. W. Tilton, Lexington, Ky. 





Chicago Managers Meet 
The Accident & Health Managers Club 
of Chicago held its first meeting of the 
fall season Tuesday. It was decided that 


no formal action was necessary in re- 
gard to filling the vacancy caused by 
the resignation of Armand Sommer of 
the Standard Accident, president of the 
club, who has been called to the home 
office of his company in Detroit, as the 
by-laws adopted at this meeting spe- 


cifically provide for the advancement of 


the vice-president in cases of that sort. 
his automatically puts E. C. Budlong 
of the Federal Life, vice-president, in 
as chief executive of the organization. 
P. D. Smith of the Aetna Life presided 
at Tuesday's meeting in the absence of 


Vice-president Budlong. 

In view of the fact that the 
ber meeting was omitted, it 
to hold an additional evening meeting 
sume time late in October, at which it 
is expected that James L. Rainey of the 
Missouri State Life, whose address on 
salesmanship at the recent meeting of 
the Health & Accident Underwriters 
Conference attracted so much attention, 
will be the speaker. 


Septem- 
planned 


is 








| NEWS OF LIFE POLICIES 








New Policies, Premium Rates, Dividends, ler 
Values and all Changes in op my — stp 
Books, etc. Supplementing the ‘Unique Manua 
Digest,” published annually in May at $4.00 and the 
“Little Gem” published annually in April at $2.00. 














PRUDENTIAL ISSUES POLICIES 


Rates for New Modified Life Form and 
Endowment at 85 Are 
Given 


The Prudential has issued a new 
modified life policy with a change of 
rate at the end of three years. Divi- 
dends will commence at the end of the 


third year. The policy will not be 
issued in less than $5,000 amounts. The 
Prudential’s whole life policy will be 


discontinued and an endowment at age 
85 will replace it. This policy is issued 
in amounts of $1,000 and upwards. The 
following rates on the new policies are 
given on a $10,000 basis, excepting the 
$100 monthly income policies. 

MODIFIED LIFE 

Rates Per $10,000 


$0-Day 
Disabil. Inc 


Dbl. Indem. & 
Disabil. Inc. 

Ist After 
3 Yrs. 3 Yrs. 

Annual 

137.00 155.90 
140.10 159.40 
143.10 162.90 
146.60 166.90 
149.80 170.60 
158.30 174.70 
157.10 179.00 
160.90 
164.80 
169.00 
173.50 
178.00 
182.90 
187.70 
193.30 
198.90 
204.80 
211.20 
217.80 249. 
225.00 


Premium 
Waiver Only 
After 
3 Yrs. 3 Yrs. 


ist 


Age 3 Yrs. 


Cle oO 


a 


495.60 570.20 
519.90 
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KANSAS CITY LIFE 
INSURANCE COMPANY 


Home Office, Kansas City, Missouri 


INSURANCE 
IN FORCE 


ASSETS 


== 


$50,000,000.00 


—:0:— 


$385,000,000 00 





Operating in 40 States and 
particularly interested in 
developing its territory lying 
east of Mississippi River 


oe 


J. B. Reynolds, Pres. C. N. Sears, Sec’y. 
J. F. Barr, Vice-Pres. and Supt. of Agts. 
O. Sam Cummings, Asst. Supt. of Agts. 


3520 BROADWAY KANSAS CITY, MO. 








SERVICE 


That 


Follows 





take Through 











A in Golf, so in Life Insurance: it is the “follou 
through” that imparts true direction and distance to 
the original impulse. 

Almost any progressive life insurance company is 
equipped to satisfy today’s insurance-buyer in the service 
available to him as a policyholder. But if he is really 
foresighted, he seeks a permanent, comprehensive service 
that will “follow-through”, to meet the needs and prob- 
lems of his beneficiary, beyond those solved by a mere 
lump sum settlement of a death-claim. 

The Guardian is especially qualified—by virtue of 
its known reliability, long experience, and friendliness— 
to continue just such service to his survivors. 

Send for literature descriptive 
of The Guardian Services—“to 
the policyholder while living— 
to the beneficiary thereafter.” 


THE GUARDIAN LIFE INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 
50 UNION SQUARE NEW YORK CITY 
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Here’s A Paper 


that is indispensable to every life man who sells 
l} accident and health insurance. The A & H 
Review is published by The National Under- 











writer Company. It is the only accident and 
health paper in the United States. In every 
issue you will find live selling articles. Just 
the thing to give an agent new ideas on selling 
accident insurance. 


Every life man who sells accident and health 
insurance should equip himself—at once— 
with The A & H Review. It is a selling 
paper exclusively. It will give you many new 
arguments and many different ways of selling 
prospects. And remember, a tip on accident 
and health insurance will frequently close a 
life prospect also. Return the coupon below 
—at once. 
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| Fill in the coupon at 
the right. Each 
month will bring The 
A & H Review to 
you full of fresh, 
new ideas and ways 
of increasing your 
sales in accident and 
health insurance. 


429. 


The A & H Review, 
175 W. Jackson Blvd., 
Chicago, Illinois. 


Enclosed find $2.00 for one year’s subscription to 
The Accident & Health Review. 
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Faith 


Faith in one’s self and one’s ‘company makes for 
happiness which is bound to bring success. With- 
out faith men are inadequate to meet and take part 
in the great rough tide of glorious life which is 
their hefitage. 

This company has been built on a solid founda- 
tion of faith—faith in its great purpose—faith in its 
officers and faith in its field men. 





If you are interested in a connection with a com- 
pany which gives you the greatest incentive to 
success—faith in yourself and your company—it 
will pay you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 


Opportunities in Indiana, Ilinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 
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= (CONT’D FROM PRECEDING PAGE) tirement income in units of $10 monthly 
63 693.60 816.00 ..... 22... 0 cease ..... | to begin at age 60 or 65 with five years 
a ae ig . ones “+++ s+es+ | ineome guaranteed at maturity and $500 
66 85710100840 ..... ; * «+s | protection (or caSh value if greater) 
SRL” ae eer for each $10 unit of retirement income. 
™ = . MODIFIED LIFE Disability provisions are provided for 
W ho W ill Be First Rates Per $10,000 in this form. 
$100 Monthly Income Policy With The other new old age plan, the re- 
Premium Waiver Only tirement annuity, provides retirement 
. 5-Year 10-Year income without insurance, the amount 
: ‘ ,ist After Ist After of income depending on age at issue, 
to write us that they can qualify for an Age 3 — Se 3 ag 5D ay The plan will be issued in units of $100 
15 59.50 70.10 ogee with yearly premium for all ages and 
16 71.70 $108 for disability, if desired. 
OLD-FASHIONED 17 The new mortgage protection contract 
18 provides for a level premium, a varying 
GENERAL AGENCY CONTRACT = 79.30 amount of insurance following, $1,000 
31 $1.40 for the first 15 years; $800 for the next 
29 83.60 15 years; $600 thereafter, the amount to 
In 23 85.80 become paid up in 30 years. 
e =4 88.10 The company will write substandard 
CLEVELAND Ohio = a business on either the retirement income 
9 37 96.36 bond or the life income bond thereafter 
Or 28 98.90 as On other plans. The company has 
29 86.70 102.00 also issued new rates for joint life and 
ERIE Penna 30 89.40 105.20 survivorship annuities. 
* 7 31 92.30 108.60 
32 «95.40 112.20 
33 98.70 116.10 Midland Mutual Life 
Correspondence confidential. = oo te The Midland Mutual Life has issued a 
36 «6110.00 129.30 new $5,000 special contract on the paid 
37 114.10 134.30 up life at age 85 plan. The rates per 
Address X-3, SS 318.00 199.50 $1,000 for age 25 is $15.70; 35, $20.85; 
c/o The National Underwriter. coke pore 45, $29.92; 55, $46.94. This policy carries 
41 4 a higher cash, paid up and extended 
42 value than the company’s ordinary life 
3 contract. The dividends will be paid 
44 quinquennially. No dividend scale has 
4 been adopted as yet. The Midland Mu- 
47 tual reports that the juvenile policies 
48 issued more than a month ago on the 
49 20-year endowment and the 20-pay life 
yr >< ny endowment at 85 plans have been suc- 
(CINK UP()wirm THEQ)LINCOLN) =| cessful 
—== > 53 — 
&¢ Frank Huntsman 
vo 
What does the name Emancipator oe > = An agency office for the Massachu- 
Li ° ° 9 58 ‘90 1064.59 | setts Mutual Life has been _re-estab- 
mean to a Lincoln National Life man? 59 20 1121.00 | lished in Sioux City, at 536 Insurance 
i 5 ‘ 60 87.40 69 93.30 1180.30 | Exchange, under direction of Frank 
Answer: (1) The great Emancipator Honor bo Rcaoo Tal eh tiavee yaeeie | Huntsman. After having a general 
‘Production Club. 63 3 712.30 838.00 1216.60 1431.30 | agency in Sioux City for eight years the 
‘ . - , 6 2. 5. 761.00 895.30 1299.70 1529.10 | ¢ as -rre 
\ (2) The splendid Emancipator $5 442.00 521.10 816.80 960:90 1295.00 1641.00 control ” Wi ge ype ah. - hy Ps 
Y policy 66 477.40 561.70 $80.20 1035.60 1503.40 1768.70 | Year ago. With the reopening of an ol- 
\ ‘3) Tl a 7 -. . ENDOWMENT AT AGE 85 fice as a district agency it is expected 
' (3) re E-mancipator Magazine ¢ $100 Mo. Income that it will soon become a_ general 
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60 | Basta, Buffalo II (Niagara Falls Det.); 
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Ralph T. Casey, Louisville, Ky.; Walter 
T. F. Roney, Providence; Wharton E 
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Boston, Indianapolis, Ind.; Everett S. 
Kellaway, Detroit I; Thomas S. Osborne, 
Brighton; Victor J. Klaczko, Cleveland 
III; John J. Wager, Camden, N. J.; Ed- 


367.90 
382.60 2 92 

398.20 408.20 200.40 
414.80 


Gg oF Do 3: 55. Nicholson, Grand Rapids, Mich.; Eugene 
Winns 3 71.3 A. Chapoton, Chicago VII; William F. 
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— Prospects — 


A great problem of all agents is “prospects and where to 
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to Passaic. 


. . . 
The Ohio National Life The Minnesota Mutual Life has issued Other Changes: Joseph J. Hessler, 
of for all at Paterson to 


a new form policy contract from assistant cashier 


Insurance Company kinds of life insurance. The company |cashier at Passaic, N. J.; Elmer W. 
life income | Kistner, from cashier at East St. Louis 


also has announced a new 




















T. W. Appleby Cincinnati, Ohio E. E. Kirkpatrick bond, retirement annuity and a mort-/|to cashier at Chicago II; Donald E. Har- 
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jiddle, from assistant cashier at St. 
Louis II to cashier at East St. Louis; 
William F. Homann, from application 
inspector at Brooklyn II to application 
inspector at Ridgewood, L. L; Augustin 
L. Gilroy, from agency supervisor at 
Brooklyn II to transfer inspector home 
office branch, New York City. 


NEWS FROM THE PRUDENTIAL 


Promotions and Transfers Announced— 
Some Exceptional Records 
Made 





William J, Nolan, an agent of the Au- 
purn, N. Y., district of the Prudential, 
has been promoted to assistant superin- 
tendent at Geneva, N. Y. Mr. Nolan has 
been continually connected with the 
company since Feb. 1, 1926. 

Agent Harry E. Otte was recently pro- 
moted to assistant superintendent of Des 
Moines district. 

The following were recently admitted 
to the Prudential Old Guard: Henry A. 
Dusick, Milwaukee 2; William B. Wal- 
ton, Duluth; John R. Grzyll, St. Paw 
No. 1; Ellsworth B. Powers, St. Paul No. 
1; Leren A. Swenson, Mankato; Clement 
B. Lemanczyk, Milwaukee No. 4; Fran- 
ces A. Derby, Ottumwa; John W. Cole- 
man, Davenport, and Charles W. Smith, 
Des Moines, 

Agent M. Eugene Scranton of Uttea 
No. 2, N. Y., has been promoted to as- 
sistant superintendent in that district. 
Mr. Scranton was appointed as a agent 
Dec. 7, 1925. Edmund Graczak of Buf- 
falo No. 5, has also been promoted to as- 
sistant superintendent. 

The record made by Agent Anthony 
Mastromanaco of Pittsburgh No. 1 is a 
concrete illustration of the possibilities 
of the business. Mr. Mastromonaco has 
been in the service about nine months. 
The industrial records show him to be 
the leading industrial agent in Division 


E, a position he has held for many 
weeks. He has averaged an industrial 
policy issue of 8.1 per week and has re- 
ceived special salary every week with 
one exception. Since his assignment to 
the debit he has reduced arrears and in- 
creased advance payments by consider- 
able amounts. 





Western and Southern Changes 


The Western & Southern Life an- 
nounces the transfer of the following as- 
sistant superintendents: A. B. Duellman 
from Kalamazoo to Detroit West; J. W. 
Fay from Detroit East to Detroit West; 
X. R. Horkavcow from Detroit North to 
Detroit South; A. R. Lloyd from Paulding 
to Toledo North; G. C. Laird from Flint 
to Detroit East; F. P. Dunn from Battle 
Creek to Jackson. 

The district office at Bellefontaine, O., 
has been consolidated with the Urbana 
office, and the Norwalk and Sandusky 
offices have also been merged. 

The following agents have been pro- 
moted to assistant superintendents: W. 
Cc. Turner, Paulding, O.; R. Sallows, Bat- 
tle Creek, Mich.; J. V. Albrecht, Steuben- 
ville, 0O.; W. W. Hare, Detroit North; H. 
Hahn, Pittsburgh North; A. F. Devaul, 
Wheeling, W. Va.; E. B. Byerly, Colum- 
bus North; M. Wayne, Butler, and E. 
Goldstein, Youngstown. 

Representatives of the Western & 
Southern from eastern Ohio will hold a 
|} convention at Cleveland Oct. 13. Akron, 
| Ashtabula, Barberton, Canton, Lorain, 
pone ig and Youngstown will be repre- 
| 
| 
i 
| 
' 





sented. President W. J. Williams will 
be the chief speaker. 


Ackerman Is Superintendent 


A. L. Ackerman, formerly with the 
/ Irvington, N. J., office of the Prudential, 
and a consistent $500,000 producer, has 
been promoted to superintendent in the 
succeeding C., B. 


| Trenton district, 


| Woods. 
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DUFF IS BALTIMORE SPEAKER 


President of Edward A. Woods Agency 
of Pittsburgh Talks on “Selling 
Life Insurance” 


BALTIMORE, Oct. 11.—William M. 
Duff, president of the Edward A. Woods 
agency of Pittsburgh, was the princi- 
pal speaker at the monthly meeting of 
the Baltimore Life Underwriters Asso- 
ciation. “Selling Life Insurance” was 
his subject, and he told how agents lose 
out on closing contracts, pointing out 
a number of mistakes frequently made 
by insurance solicitors. 

Friend L. Wells, president of the as- 
sociation, presided and announced his 
committee appointments. The chairmen 
are: Membership, F. G. Lieberman; en- 
tertainment, N. E. Ellsworth; bulletin, 
A. W. Peake; field, Fred L. Mason, Jr.; 
legislation and taxation, Ernest J. Clark. 

An interesting feature of the meeting 
was the report of the National Asso- 
ciation of Life Underwriters convention 
at Detroit by Charles C. Clabaugh, who 
attended the meeting as a delegate of 
the local organization. 

ok *x * 

Newark, N. J.—Recollections of the 
Detroit national convention, with Harvey 
Weeks’ talk reproduced in full in per- 
son by that Buffalo general agent fea- 
tured the first fall meeting of the 
Newark association Monday noon. Stuart 
B. Rote, president of the organization, 
presided and Theodore F. Keer, the as- 
sociation’s official delegate to the De- 
troit meetings, gave a resume of the 
three-day sessions there. Harvey Weeks 
then gave his talk, “Oats,” which made 
such a hit at Detroit. The next meeting 
will be Nov. 12, when the association 
will entertain the presidents of the 
women's clubs of the state. Vice-presi- 
dent Fred Liebrich, Jr., is chairman of 
the committee in charge of that meeting. 

* * * 

Topeka, Kan.—The Topeka association 
began the winter season last Saturday 
with enthusiastic reports from the na- 
tional convention. ‘The association has 
arranged interesting programs for the 
next two meetings. Oct. 13 W. Laird 
Dean, vice-president of the Merchants 


National Bank of Topeka, will speak on 
“Bonds and Investments.” His address 
will have special reference to the in- 
vestment of life insurance funds by 
policyholders and beneficiaries. Oct. 20, 
L. C. Cutler, assistant manager of the 
Massachusetts Mutual, will discuss “Pro- 
graming Life Insurance.” He will dis- 
cuss an effective salesmanship method 
of pointing out to prospects the value of 
establishing a permanent life insurance 
program, actually making a budget and 
carrying it out. 
x * * 

Washington County, O.—The Wash- 
ington county Association met Tuesday 
in Marietta, O. W. Scott Boyenton, sup- 


Life, was the principal speaker. 
x * * 
Texas—President H. G. Hewitt of the 
Texas Association of Life Underwriters 
has announced that Nov. 2 as the date 
for the fall meeting of the association, 


General Claude Pollard, Commissioner 
Cousins and O. D. Douglas, 
agent of the Lincoln National Life, will 
speak. There will be a round-table of 
association presidents and each man has 
been asked to speak for five minutes on 
“What Our Association is Doing for the 
Good of the Cause.” 

*K * 
Lincoln, Neb.—Th 
pick the outstanding phases of the life 
insurance business and the laws per- 


and will have one member present the 
matter at each meeting, to be followed 
by round table discussions and sugges- 


e October meeting | 
|of the Lincoln association decided to | 
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BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 








Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan in America then and there. 

Priority in its field is not the Company's claim to greatness—age in itself is no great 
distinction.” THE MUTUAL LIFE be with high ideals of business conduct, which 
still prevail. It aims at quality and to highly honorable in all its 

In its relations wth puyhciten and their representatives THE MUTUAL LIFE 
has an outstanding 

Those who contemplate life insurance soliciting as = career are invited to apply te 


The Mutual Life Insurance Co. 
of New York 


F. GEORGE K. SARGENT 
eS — 2nd Vice-President and Manager of Agencies 
34 NASSAU STREET 


NEW YORK, N. Y. 











erintendent of agencies of the Ohio State | 


which will be held at Austin. Attorney- | 


general | 


taining to them in force in Nebraska, | 


| 


No Hotel in the World Offers More Varied Attractions 
Superb 27-acre park, with miniature golf course, open-air plunge and tennis courts. Riding, 
bunting and all sports, including 18-hole Rancho Golf Club. Motion Picture theater and 
35 smart shops within the hotel. Famous Cocoanut Grove for dancing nightly. 


Write for Chef's Cook Book of California Recipes and, Satprmation. 


8-la L. Frank, Manager 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, President A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 
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Do your fellow agent a good turn—get him ac- 
quainted with The. National Underwriter, the real 


insurance newspaper. 








T. O. Berge, President 








REJUVENATED 
Under New Management 


The oldest and strongest Life, Health and Accident Company in the Northwest has increased its business by 
agency development over 50 percent during the past eight months. 
Excellent openings still available in Minnesota, Wisconsin, North Dakota and South Dakota. 


Net Life rates; Non-forfeitable renewals. A better Health and Accident contract. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 


P. G. Erickson, Secretary 
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tions of possible improvement. 
jects selected are: November, 
of Organization of Fraternals, Assess- 
ment, Stock and Mutual Life Com- 
panies”; December, “Agents’ Responsi- 
bilities and Legal Rights”; January, 
“Contemplated Legislation’; February, 
“Investments Under Life Insurance 
Laws”; March, “Policies, Standard Pro- 
visions and Others”; April, “Insurance 
Taxation”; 
surance Department.” 

Leon Palmer gave his impressions of 
the National association meeting, stress- 
ing particularly the dominant note of 
better preparation of the _ individual 
underwriter. President Theisen ex- 
pressed cordial approval of the an- 
nounced policies of the new head of the 
national organization. 

*x* * * 

Southwest Texas—The Southwest Texas 
association of San Antonio held its regu- 
lar monthly luncheon last week. Hubert 
Weise of the Bankers Life, newly elected 
president, presided. Parke Houston gave 
an interesting report of the National 
convention. 

A round table discussion of increasing 
membership and creating a larger and 
better association followed. Fifteen 
members expressed their intentions of 
attending the meeting of the state as- 
sociation to be held in Austin, Nov. 2. 

| *x * 

Colorado—R. Hichman Walker 
Ralph H. Faxon were the speakers at 
the first fall meeting of the Colorado 
association, held in Denver. Charles R. 
Mason, president of the association, was 
toastmaster. 


FAVORS LIBERALIZED 
INVESTMENT STATUTES 
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thorities, believing that what the ablest 
and most conservative company execu- 


“Methods 


and 


The sub- | 


May, “Functioning of the In- | 





tives do and think after years of experi- 
ence and observation will far outweigh 
any theorizing and argument. 


States Enact Laws 


“Within a year or thereabouts, Con- 
necticut has enacted a wide open law 
legalizing the purchase of stocks, as did 
Michigan and Missouri. Massachusetts 
companies have been permitted since 
1924 to invest a substantial portion of 
their funds in stocks. 

“It is a known fact that fire insurance 
companies, year in and year out, make 
no money on their underwriting. To 
break even in any given year gives occa- 
sion for comment. The growing assets 
of the better known fire companies are 
outstanding and the direct results of 
wise stock buying. 

“John Maynard Keynes, president of 
the National Mutual Life Association 
Society of London, and an international 
economist, has aroused the interest of 
bankers and economists everywhere by 
his recent annual report in which he de- 
clares in favor of stock investments. The 
Canadian law under which the Canadian 
companies have operated authorizes the 
purchase of stocks. The experience of 
Canadian companies acting under this 
law is an epic of finance. The English 
companies have for years been author- 
ized to invest in both common and pre- 
ferred stock without restriction. 

“There is but one outstanding au- 
thority that does not fully sustain our 
position, and that goes part way. This 
year the New York legislature liber- 
alized its investment law, but legalized 
only ‘preferred or guaranteed stocks of 
any solvent institution incorporated 
under the laws of the United States or 
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itable contracts. 








We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 


Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
and integrity—men who are intent upon suc- 
cess—and to whom we offer exceptionally liberal and prof- 


Very desirable territory open in 


OHIO — INDIANA — KENTUCKY 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 




















A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “T” Out of ‘‘Can’t’”’ 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 











Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 























of any state thereof, where etc.’ Under 
this provision, common stocks may be 
purchased if they are guaranteed and 
if they otherwise comply with the rea- 
sonable requirements of the proviso. We 
don’t see why they did not go the whole 
way, except for the tradition that has 
prevailed in New York since 1906. 


Conditions Are Changed 


“If there be those who hark back to 
the Armstrong investigation in 1906 and 
the resulting legislation, I believe it is 
sufficient to say that corporation law and 
organization were then passing through 
their formative period. Stocks were 
speculative in the sense that industry 
was not basically organized as now; the 
investing world did not provide a de- 
pendable market for stocks, and our 
banking laws, since corrected, provided 
no protection against money panics. 
Furthermore, today there is a finer sense 
of responsibility. It is true, even today, 
that prices advance and recede, which 
means that the smaller companies with 
their limited assets and surplus should 
purchase comparatively smaller amounts 
of stock. They should not chance a 
temporary recession, even if they thereby 
lose the opportunity to make a real in- 
crease of capital account through stock 
dividends and the growth of a basic in- 
dustry.” 

Must Use Discretion 


“In conclusion, I wish to emphasize 
the view that we are supposed to use the 
same intelligence in purchasing stocks 
that we use in making mortgage loans, 
approving life insurance risks, and se- 
lecting the food needed for our bodily 
welfare. Permission to buy stocks is 
not the justification for buying any stock 
except that which is worthy. 

“Much has been said about the in- 
vestment section of the American Life 
Convention and of the service it should 
be able to render to member companies. 
I strongly urge the establishment of a 
well-organized investment bureau under 
the general supervision of the conven- 
tion secretary, but with sufficient per- 
sonnel under a division manager, to 
function efficiently. In my opinion this 
bureau should have, as soon as there is 
a sufficient demand, a division of stocks 
and bonds under a competent man who 
will answer inquiries and otherwise 
render worthwhile aid to the member- 
ship. 

“In conclusion—I am convinced that, 
with increasing funds, changing condi- 
tions, economic and otherwise, and the 
increasing need for diversification, the 
time has come when our investment 
laws should be widened in scope to the 
end that life insurance companies may 
take advantage of opportunities and may 
use the talent that is available to them.” 


BIG LIFE MEETING 
IS HELD IN ST. LOUIS 
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who is in immediate charge of that par- 
ticular branch. Mr. Parker read a paper 
Thursday afternoon telling about the 
work of the bureau and the contribution 
of inspection service to life insurance. 

This has been the first meeting of the 
American Life Convention without the 
presence of Thomas W. Blackburn, its 
secretary and general counsel from its 
beginning until two years ago. Mr. 
Blackburn died during the year. Ap- 
propriately a memorial service was held 
at the close of Thursday afternoon’s ses- 
sion, at which President J. B. Reynolds 
of the Kansas City Life, President E. W. 
Randall of the Minnesota Mutual and 
President Isaac Miller Hamilton of the 
Federal Life, all former presidents of 
the organization and close friends of Mr. 
Blackburn, spoke in tribute to his life 
and work. 

The Legal Section, as usual, held its 
meeting the first two days of the week, 
with Frank W. McAllister of the Kansas 
City Life in charge. The Financial Sec- 
tion, with Judge W. H. Hinebaugh of 
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the Central Life of Chicago as chairman, 
had its meeting Tuesday. 

The American Life Convention itself 
started its proceedings Wednesday 
morning, with President O. J. Arnold 
of the Northwestern National Life pre- 
siding. The addresses of welcome were 
given by Walter Weisenburger, presi- 
dent of the St. Louis Chamber of Com- 
merce, and Actuary Robert E. Daly of 
the Missouri insurance department. Mr. 
Arnold gave his address, in which he 
commented on some of the current is- 
sues in life insurance. Secretary Adams 
in his report departed from the usual 
stereotyped list of activities of his office, 
devoting the major part to a review of 
the high spots in life insurance during 
the year, citing some of the present 
problems and then devoting the latter 
part to a bird’s-eye view of the secre- 
tary’s office and its manifold activities. 

One of the pleasing features of the 
first session was a talk by President W. 
L. Crocker of the John Hancock Mu- 
tual, who appeared as a director of the 
United States Chamber of Commerce. 
He detailed to some extent the work of 
the United States Chamber and its con- 
tribution to business. 

The afternoon session brought out 
three most excellent papers, all dealing 
with questions in which every life insur- 
ance executive is interested. President 
R. W. Huntington of the Connecticut 
General Life took up some of the ques- 
tions confronting a growing company. 
Vice-President Gordon Thomson of the 
West Coast Life dealt with life insur- 
ance in its attitude toward aviation 
risks. Henry Abels, Vice-President of 
the Franklin Life, who has been delving 
into agency cost accounting and has ac- 
quired much valuable data on that sub- 
ject, read a paper dealing with this fea- 
ture. 

Thursday's Program 


William P. McCracken, Jr., assistant 
Secretary of Commerce at Washington, 
D. C., who is in immediate charge of 
aeronautics, spoke Thursday morning. 
He was formerly a Chicago lawyer and 
has contributed much to the advance- 
ment of airplane service. Insurance 
Commissioner A. S, Caldwell of Ten- 
nessee, who has just retired from office 
as president of the National Convention 
of Insurance Commissioners and who is 
regarded as one of the leading state 
supervising officials of the country, gave 
a talk on insurance regulation. 

Emmet C. May, president of the 
Peoria Life, was the third speaker 
Thursday morning, his subject being “A 
Well Balanced Program.” 

Hillsman Taylor, president of the Mis- 
souri State Life, who since entering the 
life insurance field has demonstrated 
great capacity, spoke Thursday after- 
noon on the coordination of the depart- 
ments of a life company. ; 

There were a number of entertain- 
ment features arranged for the ladies, 
starting Monday noon. The big social 
event of the week was the dinner dance 
Wednesday evening. 

Chairmen of Sections 


Clarence L. Ayres of the American 
Life will preside over the new Agency 
Section, which will hold its meeting 
Friday, until a new chairman is installed. 
Roy Jones, secretary of the Atlantic 
Life, will have charge of the Home Of- 
fice Management Section until new 
officers are elected. It also will have 
its meeting Friday. ; 

O. J. Arnold, president of the Ameri- 
can Life Convention, has been confined 
to his bed with illness and up to the 
time of the meeting of the organization 
Wednesday, he kept closely to his room. 
Mr. Arnold was ill at his home in Min- 
neapolis until Wednesday of last week, 
when he got out for the first time. He 
was unable to be present at the meet- 
ings of the sections held Monday and 
Tuesday and he kept aloof from other 
activities of the week. 

The golfers dinner was held at the 
Algonquin Country Club Tuesday even- 
ing following the two day tournament. 
The dinner was given by the St. Louis 
life companies. 
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Securing Cash With Application Is 
Real Salesmanship and of Decided 
Advantage to Policyholder and Agent 


BY VINCENT W. EDMONDSON 
Superintendent of Field Service, Manhattan Life 


OTHING easily acquired will ever 
Nt prized as highly as a thing 

bought and paid for—this state- 
ment is a fundamental and applies to all 
things. If the truth of the foregoing 
statement were understood many life 
insurance salesmen, both past and pres- 
ent, would be in a much stronger finan- 
cial position than they are today. 

Many salesmen carry a_ prospect 
right through to the signing of an ap- 
plication but wilt when it comes to ask- 
ing for the first deposit. They have 
convinced the prospect that the insur- 
ance is needed, when called upon have 
demonstrated the financial stability of 
the company and yet, when the pros- 
pect is expecting to be asked to pay 
he hears only an apologetic remark such 
as: “All you need pay is $10. You can 
pay the rest of the premium later,” or 
again, “That's all right—pay when I 








more effectively help to kill a bona fide 
sale? 


No Reason for Hesitance 
In Asking for Cash 


Why should a salesman hesitate to 
ask a prospect for his check to pay the 
first deposit? There is no reason, no 
valid reason why he should not if the 
policy has been properly sold. If the 
prospect has seen his need for life in- 
surance, has admitted the need and sig- 
nified his acceptance of the solution to 
the extent of signing the application, he 
must surely realize that the protection 
must be paid for. 

When the United States floated the 
Liberty Loans was it possible to secure 
a bond without paying for it, or by a 
small deposit with a note for the bal- 
ance? It was not! Keep in mind that 
a policy is every bit as good as a gov- 




















deliver the policy.” Could anything | ernment bond—what it promises to pay, 
A PROPHET SEES 
THE FUTURE PROFIT 
The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
sure to eat regularly. ns 


Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 


in his treadmill existence. 


His human mind requires 


future provision assured beyond doubt. 


The General Agent Creates Future 





Wealth for Himself 





Are you ready to graduate into the general agent 
class? If so, we offer you the chance to build your 
own business—a handsome current income and ever- 
increasing security for your own future. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in 


Strict Confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME O 
SHREVEPO 





FFICE 
RT, LA. 











| it pays—one hundred cents on the dol- 
) lar. Once a contract is issued and paid 
for we guarantee to pay—not $1,000 
for $1,000 20 or 30 years hence, but 
$1,000 for as little as $20, with the pos- 
sibility of having to pay any time, even 
so short a time as one day after issue. 
There should be no hesitancy in asking 
for payment on a guaranteed life in- 
surance contract. 


Failure to Secure 
Cash Is Sales Failure 


Let us look at another side of the 
picture—here it is: The selling of life 
insurance is the salesman’s living. If a 
salesman cannot sell he must leave the 
business—if he can sell, but cannot get 
the cash, is he any better off? No! The 
records of life insurance companies show 
many failures due to bad settlements. 
Many salesmen have failed, not because 
they could not sell, but because they 
lacked the ability to get the cash—the 
cash which is the consideration for 
which a policy is issued. It is far bet- 
ter to sell $100,000 a year and get the 
money than to sell $125,000 a year and 
place only $100,000 for the reason that 
time is wasted, and for the further 
reason that a reputation for success 
or failure with your applicants is based 
upon your ability to secure settlements. 
Get the money with the application—if 




















Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 


that state. 





personal business sold. 








The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
| for traveling expenses in connection with organiza- 
| tion work. They will also be given a liberal first- 


a salesman secures cash with the appli- 
cation most of his work is done. 

There is still another angle to the 
cash with application idea—it is the 
building up of renewal commissions. 
Which business renews best? It is the 
business that is sold right, business on 
which cash has been paid. Cash with 
application is a conservation measure— 
policyholders renew when they have an 
investment at stake. Let us illustrate: 
One of the leading life insurance com- 
panies of America has no conservation 
department and yet notwithstanding this 
presumed handicap they have the most 
favorable record for persistency of busi- 
ness of any company in America. Of 
all business written, 77.29 percent is still 
in force after five years, this after allow- 
ing for all lapses and death claims. We 
asked the reason for this wonderful rec- 
ord—the answer was simple. “Our men 
are taught to sell for cash.” We asked 
a further question. Here it is: “Do 
your salesmen stay with you?” The 
answer was “Yes, many have been with 
us 20 years or more—they sell for cash, 
therefore they make more money; mak- 
ing more money they continue to suc- 
ceed.” Surely no two statements can 
demonstrate more forcibly why life in- 
surance should be sold for cash. 

Cash with application means that the 








year and renewal commission contract covering 


We want men with a sound knowledge of modern 
underwriting principles. 


They must be in good 


health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 


Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 


W. T. O’'DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
| MORE THAN 340 MILLIONS IN FORCE 


y 
ally successful in selling life insurance. 
| 
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ACTUARIES 











CALIFORNIA 





C oaTes & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates 354 Pine St. 
Carl E. Herfurth San Francisco 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Censulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


OHN E. HIGDON 


ACTUARY 
224 Argyle Bldg., Kansas City, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 4th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. 
Jonathan G. Sharp 
75 Fulton Street 
New York 


Ryan 





OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and minations Made. Policies 
and all Life Insurance Forms Pre- 
The Law of Insurance a 


Ity. 
Colcord Bldg. OKLAHOMA CITY 




















applicant is protected as soon as his ap- 
plication is approved. 

Cash with application means that the 
salesman has earned his commission just 
as soon as the policy is issued. 

Cash with application means that the 
company receives its consideration for 
the issuance of the policy. 

The accomplishments of these three 


points is absolutely essential to the 
proper cementing of satisfactory rela- 
tions between the three parties con- 
cerned in the life insurance sale. The 


salesman’s success and the success of 
his company is dependent not on the 
business written, but on the business 
written and paid for. 


Viewed As It 
Affects the Applicant 


Viewing the matter in its effect on 
the applicant, cash with application has 
six distinct advantages: Speeds up the 
medical examination; stamps the trans- 
action as important: applicant has no 
opportunity to feel resentful toward the 
agent or himself; applicant is impressed 
with the serious nature of life insur- 
ance; applicant is impressed with the 
agent’s desire to give service; applicant 
is less likely to lapse his policy. 

When an applicant pays all or a good 
part of the initial premium, he is anxious 
to complete the transaction. If a man 
buys an automobile, he expects imme- 
diate delivery. Anything he pays for 
he expects to be delivered promptly and 
for this reason: having paid for life 
insurance, he wants to get the policy 
in his hands at the earliest possible 
moment. Cash with application speeds 
up the medical examination and helps 
deliver the policy, the tangible evidence 
of the thing for which he has paid, as 
soon as possible. 


Stamps the Transaction 
As Important 


When an agent asks an applicant for 
the initial premium, and takes it for 
granted that he will get the cash, there 
is immediately created in the mind of 
the prospect the knowledge that the 
transaction is important and of the 
highest order. Securing the cash with 
application clothes the entire procedure 
with an air of importance and definite- 
ness and takes it out of the class of a 
slip-shod business transaction. 

The applicant has no opportunity to 
feel resentful toward the agent or him- 
self. When payment of the initial pre- 
mium is deferred it sometimes happens 
that an applicant will contract an ill- 
ness between the date of signing the 
application and the issuance of the policy. 
The illness might result in a delay and 
necessitate a re-examination, or it might 
result in a declination. Conditions of 
the sort referred to not only create ill- 
will towards the agent but also upset 
the applicant; he criticizes himself over 
the fact that he was not cautious enough 
to make payment of the initial premium 





Life Insurance Field Man for Wis- 
consin territory wanted by aggressive 
life company. Must have experience 
and good references. Good opening 
for right party. Address G-78, care 
The National Underwriter, 








THE OLD LINE LIFE INSUR- 
ANCE COMPANY OF AMERICA 
Milwaukee, Wisconsin, 
is one of the largest companies of its kind 
from its beginning ever organized in the 

United States. 

It is operating in the following states: 
Wisconsin, Illinois, Iowa, Michigan, Minne- 
sota, South Dakota, Oregon, Washington, 
California, Texas, Oklahoma, Pennsylvania 
and Ohio. 


Drop us a line if unattached 








A REAL OPPORTUNITY 
AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio. 

















and submit to examination and thus be 
in the position of having secured the 
insurance before any change had taken 
place in his physical condition. 


Gives Applicant Right 
Slant on Business 


The applicant is impressed with the 
serious nature of life insurance. Many 
applicants do not realize the seriousness 
of carrying an adequate amount of life 
insurance—this because they are in good 
health and cannot visualize death and 
its consequences. When the agent ex- 
plains that a policy is not in force un- 
til paid for, and insists on payment of 
the initial premium with the applica- 
tion, he injects into the mind of the 
prospect the thought that the agent, be- 
cause of his experience in the business, 
knows that life is uncertain and for 
this reason does not want the appli- 
cant to take the chance of delaying un- 
til it is too late. 

The applicant is impressed with the 
agent’s desire to give service. When an 
applicant signs an application and pays 
the initial premium he automatically 
wants to get the entire transaction com- 
pleted by at once submitting to a med- 
ical examination. Handling an applica- 
tion on a cash basis, and arranging an 
early examination, results in the appli- 
cant being impressed with the agent’s 
desire to give service. A worth while 
transaction completed in a business-like 
and prompt manner creates a very fa- 
vorable impression with the prospect. 


Reduced Chances 

of Policy Lapse 

The applicant is less likely to lapse 
his policy. Securing cash with the ap- 
plication is a conservation measure. 
The fact that the applicant promptly 
paid his first premium is the beginning 
of a habit which most probably will re- 
sult in his paying renewal premiums 
promptly. In addition, the entire han- 
dling of the various points at the time 
that the application was secured were 
so definite—so full of business-like pro- 
cedure, that the applicant, now a pol- 
icyholder, has a higher regard for his 
life insurance than he would have if the 
initial transaction was handled in a 
slip-shod way with payment of the first 
premium delayed many days or even 
weeks after the signing of the applica- 
tion. ; 
Securing cash with the application is 
a sound business procedure. Securing 
cash with application from as many of 
your prospects as you can will build 
up for you a clientele of greater worth, 
present and future. 


REVIEWS PROBLEMS IN 
PRESIDENTIAL REPORT 


(CONTINUED FROM PAGE 5) 


out too thin.” He reviewed, however, 
the many real advances made by life 
insurance and said that in order to hold 
the ground thus gained it is necessary 
that a company have a well balanced and 
well defined program for several years 
ahead, taking into consideration all the 
factors in the company—acquisition de- 
partment, investment department and 
home office personnel. 
Parker Talks on 
Lee N. Parker, vice-president of the 
American Service Bureau, spoke Thurs- 
day afternoon on “The Contribution of 
Inspection Service to Life Insurance.” 
He took up some interesting phases, for- 
eign risks, the aviation hazard and the 
writing of large application for life insur- 
ance. He stated that in all these in- 
stances companies should give particular 
care to selection. A liberal attitude at 
this time is very likely to lead a com- 
pany into serious danger. 





Inspection 


Discusses Department Coordination 


President Hillsman Taylor of the Mis- 
souri State Life spoke on “Coordina- 
tion of the Departments of a Life In- 
surance Company.” He said the de- 
partments of the life insurance com- 
panies can very profitably be divided 
into two classes, the operating and serv- 





October 12, 1928 
ice. The great outstanding require- 
ment, said Mr. Taylor, for any coordi- 


nation is a thorough understanding of 
the officers and employes, and a help- 
ful spirit of cooperation among them. 
When this spirit exists and all the func- 
tions of the company are thoroughly 
understood, he said, success as far as 
the home office is concerned, is assured. 

Ralph H. Kastner, attorney for the 
American Life Convention, reported on 
the legislative proposals and enactments 
of the 1928 sessions. 


Appoint Advertising Assistants 

Due to the expansion of the publicity 
department of the Lincoln National Life, 
Frederick Law Fisher, Jr., recently con- 
nected with the Firestone Tire & Rub- 
ber Company and the Bishop Lumber 
Company of Chicago, has been ap- 
pointed as an assistant to Edgar Paul 
Hermann, advertising manager of that 
organization. 

Mr. Fisher is a graduate of the Uni- 
versity of Illinois, where he studied ad- 


vertising and journalism. He will de- 
vote his attention to insurance litera- 
ture for the company, layout work and 


house organ publication. 


STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC. 
REQUIRED BY THE ACT OF CON. 


GRESS OF AUGUST 24, 1912. 

OF THE NATIONAL UNDERWRITER 
LIFE INSURANCE EDITION, published 
weekly at Chicago, Illinois, for October 
Ist., 1928. 

State of Illinois, ? 

County of Cook, § 

Before me, a Notary Public, in and for 
the state and county aforesaid, person- 
ally appeared John F. Wohlgemuth, who 
having been duly sworn according to 
law, deposes and says that he is the 
Secretary of The National Underwriter, 
Life Insurance Edition, and that the fol- 
lowing is, to the best of his knowledge 
and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act 
of August 24, 1912, embodied in section 
411, Postal Laws and Regulations 
printed on the reverse of this form, to- 
wi 

That the names and addresses of the 
publisher, editor, managing editor and 
business managers are: - 

Publisher—The National Underwriter 
Chicago. 

Cartwright, 


Post, Chi- 


Burridge, 





Co., New York, C incinnati, 
Managing Editor—C. M. 
Evanston, Ill. 

Associate Editor—F. A. 

cago, 

Business Manager—H. J. 

Chicago, Ill. 

2. That the owner is: (If owned by a 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one percent 
or more of total amount of stock. If 
not owned by a corporation, the names 


and addresses of the individual owners 
must be given. If owned by a firm, 
company, or other unincorporated con- 
cern, its name and address, as well as 
those of each individual member, must 
be given.) 

The National Underwriter Co., New 
York, Cincinnati, Chicago. FE. J ‘Wehl- 
gemuth, Cincinnati, Ohio; C. M. Cart- 
wright, Evanston, Ill.; H. J. Burridge, 


Wadsworth, Chicago, 
Hinsdale, IIl.; 
Ohio; R. E. 


Chicago, Ill.; G. W. 
Ill.; John F. Wohlgemuth, 
H. M. Diggins, Cincinnati, 
Richman, Cincinnati, Ohio. 

That the known bondholders, mort- 
security holders own- 


gagees and other 
ing or holding 1 percent or more of total 
amount of bonds, mortgages or othe! 
securities are: (If there are none, 80 
state.) 

None. 

4. That the two paragraphs nex 
above, giving the names of the owners, 


security holders, if 


and 
list of stock- 


stockholders, 
contain not only the 


any. 
holders and security holders as they 
appear upon the books of the company 
but also, in case where the stockholder 
or securitv holder appears upon the 
books of the company as trustee or in 
any other fiduciary relation, the name of 
the person or cornoration for whom 
such trustee is acting, is given: also 
ranhs contain 


that the said two parag 
statements embracing affiant’s full know!- 
edge and belief as to the circumstances 
and conditions under which stockholders 
and security holders who do not anppes™ 


upon the books of the company as trus- 
CcCa- 


tees, hold stock and securities in a ¢ 

pacity other than that of a bona fide 
owner:and this affiant has no reason to 
helieve that anv other person, associa- 
tion, or corporation has anv interest 
direct or indirect in the said. stock. 
bonds, or other securities than as s9 


stated by him. 
JOHN F. WOHLGFMUTH 
Secretary 


before mé 


Sworn to and _ subscrihed 
this 2nd dav of Ortoher 1998 
JOHN B. BERENSCHOTT. 
(Seal) Notary Public 
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“Defy the Fates Through Central States’’ 


Our Part Of It 


The victory of success, reduced to 
simple terms, 1s just a matter of 
having the contracts and service to 
sell, and selling them. 











We 
Operate 


in sixteen 
States west 
of the Mis- 
sissippi 
River and 
in Illinois 
and Florida, 


A Letter 
to V. F. Lar- 


son, tary, 
will bring you 
details of our 
attractive 
agency propo- 
sition. 





Supplying the contracts and serv- 
ice—that’s our part of it; and we 
try to do it well. It will pay you to 
investigate. 


We Offer 


Policies all ages, 1 day to 70 years. 
Both Participating and Non-Participating 
Non-Medical, $3,000 and under 
Sub-standard 
Disability, Dismemberment and Surgical 
Benefits 
Special Monthly Premium Sight Draft 


an 
Personal Delivery of Death Claims 
Double Indemnity 
Children’s Policies with Beneficiary Insur- 








: : 


ance 
Sales Planning and Circularizing De- 
partment 
Agency Service Department 
Producers’ Club 


CENTRAL STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE: SAINT LOUIS 


A General Agency Contract with the 


AMERICAN NATIONAL 
ASSURANCE COMPANY 
of 


ST. LOUIS 


WILL 


Make You Independent 
After Five Years 


Write us about the State of 
lowa. A Contract with us 
means a permanent con- 
nection. We are here to 


Our General stay and growing greater 
Agents are day by day. 

making mon- 

ey. Askthem. LET’S GO - - - WRITE TODAY 


0. L. HOLLAND 


PRESIDENT 


AMERICAN NATIONAL 
ASSURANCE COMPANY 




















JOHN HANCOCK SERIES 








KNOCKING at the 
AGENT’S DOOR 


Are You Missing Opportunities 


N AGENT had written various lines of insurance for 


to Write Group Insurance? 


several employers. 


Each employer had in his employ a sufficient number 


of men to warrant an interest in Group Insurance. 


The Agent had never mentioned Group 


He talked things over with our Group experts and 


to these Policyholders. 


made contacts for them with this list of prospects. 


We did the rest and the agent received full commis- 


sion for the business. 


The clients were satisfied and so was the agent. 


Let us tell you how we can do it for you! 








Lire INSURANCE COMPANY 


oF BosTON. MassacnusEtTsS 


197 Clarendon St., Boston, Mass. 


SIXTY-FIFTH YEAR OF BUSINESS 























Jehn, Doe 





Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If vou have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 


The standard size is $2.25 and the large size, 
$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 
111 W. Jackson Blvd. Chicago, Ill. 
Telephone Wabash 3933 
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PILOT MOUNTAIN: NORTH [PILOT MOUNTAIN: NORTH CAROUNA | 
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That’s the way we feel about our Agents. 
We take just pride, naturally, in the new 
Home Office, with its 60,000 square feet of 
floor space devoted exclusively to the needs 
of this steadily-growing company. 

Yet after all, the Home Office officials 
realize that the men in the field really made 


PHO! LIFE 




















possible this splendid new plant—are mak- 
ing possible the sound growth that is being 
experienced. 

Wouldn't you like to become connected 
with such an organization? Investigate 
what Pilot Life offers you as a General Agent. 


INSURANCE COMPANY 


GREENS BORO,N.C. AWMALIATER,PRES 


(Reproduction of regular newspaper advertising furnished PILOT LIFE Agents) 
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ACTUARIES 











CALIFORNIA 





Coates & HERFURTH 
CONSULTING ACTUARIES 
Barrett N. Coates 354 Pine St. 
Carl E. Herfurth San Francisco 


ILLINOIS % 


ONALD F. CAMPBELL 
CONSULTING , 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 














H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 


© Consulting Actuaries 
128 North Wells Street, Chicago 





INDIANA 


HGH , DAVIS & HAIGHT, Ine. 
Consulting Actuaries 

FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha, Kansas City 














ARRY C. MARVIN 

Censulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 4th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
and Baar etc., Calculated. 














applicant is protected as soon as his ap- 
plication is approved. 

Cash with application means that the 
salesman has earned his commission just 
as soon as the policy is issued. 

Cash with application means that the 
company receives its consideration for 
the issuance of the policy. 

The accomplishments of these three 


points is absolutely essential to the 
proper cementing of satisfactory rela- 
tions between the three parties con- 
cerned in the life insurance sale. The 


salesman’s success and the success of 
his company is dependent not on the 
business written, but on the business 
written and paid for. 


Viewed As It 
Affects the Applicant 


Viewing the matter in its effect on 
the applicant, cash with application has 
six distinct advantages: Speeds up the 
medical examination; stamps the trans- 
action as important: applicant has no 
opportunity to feel resentful toward the 
agent or himself; applicant is impressed 
with the serious nature of life insur- 
ance; applicant is impressed with the 
agent’s desire to give service; applicant 
is less likely to lapse his policy. 

When an applicant pays all or a good 
part of the initial premium, he is anxious 
to complete the transaction. If a man 
buys an automobile, he expects imme- 
diate delivery. Anything he pays for 
he expects to be delivered promptly and 
for this reason: having paid for life 
insurance, he wants to get the policy 
in his hands at the earliest possible 
moment. Cash with application speeds 
up the medical examination and helps 
deliver the policy, the tangible evidence 
of the thing for which he has paid, as 
soon as possible. 


Stamps the Transaction 
As Important 


When an agent asks an applicant for 
the initial premium, and takes it for 
granted that he will get the cash, there 
is immediately created in the mind of 
the prospect the knowledge that the 
transaction is important and of the 
highest order. Securing the cash with 
application clothes the entire procedure 
with an air of importance and definite- 
ness and takes it out of the class of a 
slip-shod business transaction. 

The applicant has no opportunity to 
feel resentful toward the agent or him- 
self. When payment of the initial pre- 
mium is deferred it sometimes happens 
that an applicant will contract an ill- 
ness between the date of signing the 
application and the issuance of the policy. 
The illness might result in a delay and 
necessitate a re-examination, or it might 
result in a declination. Conditions of 
the sort referred to not only create ill- 
will towards the agent but also upset 
the applicant; he criticizes himself over 
the fact that he was not cautious enough 
to make payment of the initial premium 
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and good references. Good opening 
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The National Underwriter, 








THE OLD LINE LIFE INSUR- 
ANCE COMPANY OF AMERICA 
Milwaukee, Wisconsin, 
is one of the largest companies of its kind 
from its beginning ever organized in the 

United States. 

It is operating in the following states: 
Wisconsin, Illinois, Iowa, Michigan, Minne- 
sota, South Dakota, Oregon, Washington, 
California, Texas, Oklahoma, Pennsylvania 
and Ohio. 


Drop us a line if unattached 








A REAL OPPORTUNITY 


AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo — 
elers Life Insurance Company, Toledo, O 

















and submit to examination and thus be 
in the position of having secured the 
insurance before any change had taken 
place in his physical condition. 


Gives Applicant Right 
Slant on Business 


The applicant is impressed with the 

serious nature of life insurance. Many 
applicants do not realize the seriousness 
of carrying an adequate amount of life 
insurance—this because they are in good 
health and cannot visualize death and 
its consequences. When the agent ex- 
plains that a policy is not in force un- 
til paid for, and insists on payment of 
the initial premium with the applica- 
tion, he injects into the mind of the 
prospect the thought that the agent, be- 
cause of his experience in the business, 
knows that life is uncertain and for 
this reason does not want the appli- 
cant to take the chance of delaying un- 
til it is too late. 

The applicant is impressed with the 
agent’s desire to give service. When an 
applicant signs an application and pays 
the initial premium he automatically 
wants to get the entire transaction com- 
pleted by at once submitting to a med- 
ical examination. Handling an applica- 
tion on a cash basis, and arranging an 
early examination, results in the appli- 
cant being impressed with the agent’s 
desire to give service. A worth while 
transaction completed in a business-like 
and prompt manner creates a very fa- 
vorable impression with the prospect. 


Reduced Chances 

of Policy Lapse 

The applicant is less likely to lapse 
his policy. Securing cash with the ap- 
plication is a conservation measure. 
The fact that the applicant promptly 
paid his first premium is the beginning 
of a habit which most probably will re- 
sult in his paying renewal premiums 
promptly. In addition, the entire han- 
dling of the various points at the time 
that the application was secured were 
so definite—so full of business-like pro- 
cedure, that the applicant, now a pol- 
icyholder, has a higher regard for his 
life insurance than he would have if the 
initial transaction was handled in a 
slip-shod way with payment of the first 
premium delayed many days or even 
weeks after the signing of the applica- 
tion. 
Securing cash with the application is 
a sound business procedure. Securing 
cash with application from as many of 
your prospects as you can will build 
up for you a clientele of greater worth, 
present and future. 


REVIEWS PROBLEMS IN 
PRESIDENTIAL REPORT 


(CONTINUED FROM PAGE 5) 


out too thin.” He reviewed, however, 
the many real advances made by life 
insurance and said that in order to hold 
the ground thus gained it is necessary 
that a company have a well balanced and 
well defined program for several years 
ahead, taking into consideration all the 
factors in the company—acquisition de- 
partment, investment department and 
home -office personnel. 


Parker Talks on Inspection 


Lee N. 





Parker, vice-president of the 


American Service Bureau, spoke Thurs- 


day afternoon on “The Contribution of 
Inspection Service to Life Insurance.” 
He took up some interesting phases, for- 
eign risks, the aviation hazard and the 
writing of large application for life insur- 
ance. He stated that in all these in- 
stances companies should give particular 
care to selection. A liberal attitude at 
this time is very likely to lead a com- 
pany into serious danger. 


Discusses Department Coordination 


President Hillsman Taylor of the Mis- 
souri State Life spoke on “Coordina- 
tion of the Departments of a Life In- 
surance Company.” He said the de- 
partments of the life insurance com- 
panies can very profitably be divided 





ice. The 
ment, said Mr. 


great 
Taylor, 


the officers and employes, 


tions of the company are thoroughly 
understood, he said, success as far as 
the home office is concerned, is assured. 

Ralph H. Kastner, attorney for the 
American Life Convention, reported on 
the legislative proposals and enactments 
of the 1928 sessions. 





Appoint Advertising Assistants 

Due to the expansion of the publicity 
department of the Lincoln National Life 
Frederick Law Fisher, Jr., recently con- 
nected with the Firestone Tire & Rub. 
ber Company and the Bishop Lumber 
Company of Chicago, has_ been ap- 
pointed as an assistant to Edgar Pauw! 
Hermann, advertising manager of tha 
organization. 

Mr. Fisher is a graduate of the Uni- 


versity of Illinois, where he studied ad- 
vertising and journalism. He will de- 
vote his attention to insurance litera- 
ture for the company, layout work and 


house organ publication. 


STATEMENT OF THE OWNERSHI 
MANAGEMENT, CIRCULATION, ETC, 
REQUIRED BY THE ACT OF CON. 


GRESS OF AUGUST 24, 1912. 

OF THE NATIONAL UNDERWRITER 
LIFE INSURANCE EDITION, published 
weekly at Chicago, Illinois, for October 
Ist., 1928. 

State of oe} 

County of Cook, 

Before me, a Notary Public, in and for 
the state and county aforesaid, person- 
ally appeared John F. Wohlgemuth, wv 
having been duly sworn according w 
law, deposes and says that he is the 
Secretary of The National Underwriter, 
Life Insurance Edition, and that the fol- 
lowing is, to the best of his knowledge 
and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Aci 
of August 24, 1912, embodied in section 
411, Postal Laws and Regulations 
printed on the reverse of this form, to- 
wit: 

That the names and addresses of the 
publisher, editor, managing editor and 
business managers are: 
Publisher—The National 
Co., New York, Cincinnati, 
Managing Editor—C. M. 
Evanston, Ill. 


ss. 


Underwriter 
Chicago. 
Cartwright, 


Associate Editor—F. A. Post, Ch- 
eago, Ill. : 
Business Manager—H. J. Burridge, 


Chicago, Ill. 

2. That the owner is: 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
bolders owning or holding one percent 
or more of total amount of stock. If 
not owned by a corporation, the name* 
and addresses of the individual owners 
must be given. If owned by a firm, 
company, or other unincorpors ated con- 
cern, its name and address, as well 4s 
those of each individual member, must 
be given.) 

The National 
York, Cincinnati, 
gemuth, Cincinnati, 
wright, Evanston, Ill; H. J. oeriiet 
Chicago, Ill.; G. W. Wadsworth, Chicae' 
Ill.; John F. Wohlgemuth, Hinsdale, I 
H. M. Diggins, Cincinnati, Ohio; R. E 
Richman, Cincinnati, Ohio. . 
3. That the known bondholders, mor 
gagees and other security holders ow: 
ing or holding 1 percent or more of tote 


(If owned by 2 


Underwriter Co New 
Chicago. E. J Wehl- 
Ohio; C. M. Cart- 


amount of bonds, mortgages or ot! 
securities are: (If there are none, * 
state.) 
None. ; 
4. That the two paragraphs nm 


above, giving the names of the owner 
stockholders, and security holders 

any. contain not only the list of stock 
holders and _ security holders ma 
appear upon the books of the compa! 

but also, in case where the sto« -khold 
or securitv holder appears upon 
books of the company as truste 
any other fiduciary relation, the : 
the person or corporation for a 
such trustee is acting, is given: 4 
that the said two paragraphs 


th 


~ontait 


statements embracing affiant’s ful! en 
mata 


nolde! . 


apne 
*~ 


edge and belief as to the circur 
and conditions under which stock 
and security holders who do not 
upon the books of the comnan’ 





tees, hold stock and securities, 
pacity other than that of a Phona ™ 
owner; and this affiant has no reason 
helieve that anv other person, @sso"™. 
tion. or corporation has an‘ tere, 
direct or indirect in the said a 


other securities than 
him 


JOHN F. WOHL Gr MU Te 
.~ vefore 


bonds, or 
stated by 


Sworn to and subserihed | 
this 2nd dav of Ortoher. 1998 








into two classes, the operating and serv- 


JOHN B. BERENSCHOTT. | 
(Seal) Notary Publi 


outstanding require. 
for any coordi- 
nation is a thorough understanding oj 
and a help. 
ful spirit of cooperation among them, 
When this spirit exists and all the func. ff 
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